

















TTC eA} -) iin 








Z 


eT TTT 


AN AMERICAN WEEKLY REVIEW OF INSURANCE ie) 


Volume CX! New York and Chicago Thursday, November 15, 1923 sinele Coples 26 Corts 


Number 20 









































The Trend of Business is 
Toward This Sterling 
Company 


| A Progressive SURETY and CASUALTY Company 
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CONTRACT DIRECT WITH THE / 
HOME OFFICE Still going at 


An old organization with a new plan now wants an full speed ahead 


agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
Cities: 
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I Hinois Wisconsin Missour! Michigan Pennsylvania At the beginning of 1923 “Full 
— =—«s Be a a Speed Ahead”’ was the motto adopted 
Medion Nebraska ee okbee bys the, Provident. 
Omaha a Philadelphia f F 
Keven iiiuaia — ony The first three quarters of the year 
Topeka Coneord York brought a premium income $100,000 
a in excess of the TOTAL FOR ALL 
| OF LAST YEAR. 1923 will be FIFTY 

PER CENT AHEAD OF 1922. 
The Inter-State is the only organization insuring 
only business and professional men for loss from ac- _ Naturally our agents have shared 
cident or sickness. in this prosperity, and those who line 
up with us now may count on their part 

Premium Rates—The Lowest for 1924. 


Policy Forms—None Superior 

















Write the Home Office for particulars 


Te PROVIDENT 
INTER-STATE LIFE AND ACCIDENT INSURANCE CO. 
BUS!NESS MEN’S ACCIDENT ASSO. of CHATTANOOGA 


Brown Hotel Building : : nen 
DES MOINES, IOWA ESTABLISHED 1887 


ERNEST W. BROWN, Sec’y-Trees. 1 LIFE ACCIDENT HEALTH LIABILITY 
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THE INSURANCE YEAR BOOK for 1923-1924 © 


Fifty-First Annual Issue—In Three Volumes 
Important Announcement 


Owing to the Great Expansion in the Insurance Business, in All its Branches, and Particularly in the 
Number of Companies Engaged in Casualty, Surety and Allied Classes of Insurance, and the Growth 
in the Quantity of Statistical and Other Data thus Rendered necessary to be Included in that Great 
Encyclopedia of Insurance Information, 


THE INSURANCE YEAR BOOK 


It has become desirable to issue the Year Book in 


THREE VOLUMES 


These are Devoted Respectively to 
Life Insurance; Fire and Marine Insurance 
Casualty, Surety and Miscellaneous Insurance 





VALUABLE FEATURES IN 1923 
include capital changes, surplus contributions, dividends, 
changes in control, changes in plan, kinds of policies written, 
etc., being a prose history of each company from its organization 
up to date. 











EACH VOLUME IS COMPLETE IN_ ITSELF 


Brief Outline of Contents 


CASUALTY, SURETY and 
MISCELLANEOUS VOLUME 


LIFE VOLUME FIRE and MARINE VOLUME 


; REPORTS of FIRE INSURANCE 
REPORTS OF CASUALTY, suR- || Soy 4 "125 —Biereeeee 


| DATA 
ETY and MISCELLANEOUS IN- | 
renee sais SURANCE COMPANIES—HIs- || SHORT RATE TABLES 
STATUTORY REQUIREMENTS | TORICAL DATA STATISTICS of FIRE INSURANCE 

; : | BUSINESS 
isin _ | CLASSIFICATION OF PREMIUMS 
COMPENDIUM OF OFFICIAL LIFE || STATISTICAL TABLES and LOSSES 
INSURANCE REPORTS | CLASSIFIED PREMIUMS, LO RETIRED COMPANIES 

STATISTICS OF FOREIGN COM- || AND EXPENSES 


REPORTS OF LIFE INSURANCE | 
COMPANIES—HISTORICAL | 
DATA 








PANIES ORGANIZA- 


CANADIAN DEPARTMENT 
BUSINESS BY STATES 
STIPULATED PREMIUM, 
MENT AND FRATERNAL IN= 
SURANCE 
DIRECTORY OF 


ICAL EXAMINERS 


Life Insurance Volume 
Casualty, Surety and 
Insurance Volume 


Sent postpaid to any address in the 


ASSESS-= || 


INSURANCE | 
AGENTS, LAWYERS AND MED= | 


Miscellaneous 


BUSINESS BY STATES 

LIABILITY and WORKMEN’S C 
PENSATION INSURANCE 
and STATISTICS 

PREMIUMS, LOSSES, COMMI 
SIONS and EXPENSES 
CLASSES for rie ioe YEARS 

DIRECTORY of NSURANCE 
AGENTS, 
ICAL EXAMINERS 


PRICES 


LAWYERS AND MED- || 


UNDERWRITERS’ 
TIONS 

FOREIGN 
PANIES 

MARINE INSURANCE DATA 

FIRE DEPARTMENTS and WATER 
SUPPLY 

DIRECTORY of INSURANCE 
AGENTS, LAWYERS and AD= 
JUSTERS 


INSURANCE COM=- 


Fire and Marine Insurance Volume.... $15. 


Either Two Volumes, ordered together.. 25. 


All Three Volumes, ordered together... 35. 


U nited States, or any country in the Postal 


Union (e ment Great Britain), on receipt of price; to other countries the extra cost 
of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 








Tue SpeEctTAToR is published every Tht irsday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 28, r 


at the Postoffice, New York, N. Y., under the act of March 8, 1879, THe Spectator, Volume CXI, Number XX, November 15, 1928; $4.00 per annum, 











Pine at eh CR ARTS ST 








iis AL aetna = caine aaa at ia er alee ni aoe 


THE SPECTATOR 


FEATURES IN THIS ISSUE 





Life Agency Officers Meet | Lapses, Death Losses and Membership 
No Compromise in West | in Assessment Societies 

New Burglary Agreement | Making of the Fire Insurance Rate 
Westchester Fire Capital Increase | Etna Companies Start Crop Department 








PETITION IS PREPARED 


Every Life Insurance Agent Expected to Secure Signatures to Tax 
Premium Amendment | 


| } VERY life insurance agent and every life insurance policyholder is interested in the movement started 


by THE SPECTATOR to secure an amendment of the Income Tax Law of the United States so that 
premiums paid for life insurance may be deducted from taxable income. The form of petition shown 
below has been prepared for the use of agents in obtaining signatures of citizens for presentation to Congress 
at its coming session. All agents are urged to assist in this work by bringing the subject to the attention of 
their customers and prospects, and others, as well as by attaching their own signature to the petition. 


Copies of this petition with blank space for signatures will be supplied by Tre SpEcrarTor, on request. 


TO THE SENATE AND HOUSE OF REPRESENTATIVES OF THE UNITED 
STATES OF AMERICA IN CONGRESS ASSEMBLED: 


We, the undersigned petitioners, citizens of the United States, respectfully allege and represent: 

That life insurance is a demonstrated necessity and vitally contributes to the national welfare; 

That life insurance removes the fear of poverty and aids prevention or alleviation of many evils—such 
as: widows without support, children without funds for proper physical and mental development, and dis- 
rupted families; 

That life insurance premiums, for the reasons herein stated, may well be placed in the same category 
as donations to charity and/or to religious institutions; 

That a tax upon life insurance premiums is in fact a denial of the fundamental principles of national 
and individual foresight, thrift and provision for the welfare of dependents. 

WHEREFORE, we, the undersigned petitioners, citizens of the United States, pray that proper legis- 
lative provision be made by Congress for the inclusion of moneys expended for life insurance premiums as 
deductible items under the Income Tax Law of the United States of America; and— 

That to this end, Section 65367 of Part 1 of the Compiled Statutes of the United States of America, 
being also section 214a of the Income Tax Law, be amended by the addition of a new subdivision to be effect- 


ive as law and to read as follows, to wit: 
‘‘All sums paid within the year for, or as, premiums on policies of life insurance in force upon 


and/or covering the life of the taxpayer, excepting, however, all premiums paid on insurance in 
favor of a creditor of the taxpayer or of the firm or corporation with which he is connected.” 


3 











THE SPECTATOR 





Thursday 














LLL 






THE SPECTATOR presents this weck the first of a series of articles on 
“The Making of the Fire Insurance Rate.’ This series of articles (which 
will run for many weeks) is by E. R. Hardy, assistant manager of the 
New York Fire Insurance Exchange. 

Mr. Hardy was born in Detroit, Mich., but has spent most of his life 
in the East, graduating from Boston University in 
1896. His first position in the insurance business was 
as librarian of the Insurance Library Association of 
Boston, and the date was May 31, 1899. While there 
Mr. Hardy prepared, and the association published, 
Reports of 1888-1900, With an Account of the Early 
Insurance Offices in Massachusetts, from 1724 to 1801. 
This work, of some one hundred pages, is based ona 
study of old newspapers, and from these and other 
original sources the material was entirely drawn. 

On March 1, 1901, Mr. Hardy came to the New 
York Fire Insurance Exchange, where he now holds 
the position of assistant manager, to which he was ap- 
pointed in 1913, on the 12th day of March. 

In addition to the historical sketch, while in Boston, 
Mr. Hardy wrote substantial portions of ‘ ‘Cyclopedia 
of Fire Prevention and Insurance,” published by the 
American School of Correspondence, Chicago, IIl. 
He has also contributed to papers and magazines from 
time to time. His activities have not been confined to 
the strictly technical, but have found expression in 
other wavs. He established the course in Insurance 
at the School of Commerce, Accounts and Finance, 
New York University, in 1905, and continucs there as 
Lecturer on Insurance at the present time. These 
courses have been instrumental in the establishment 
of similar courses in other institutions. 

The Insurance Society of New York was organ- 
ized February 26, 1901, just four days previous to Mr. Hardy’s coming to 
New York city. In spite of that fact, however, he early became identified 
with its work, and the records show that prac tically from the beginning he 
did committee service, and in February, 1909, he was elected secretary- 
treasurer, and has been honored with a re-election e very year since that 
period. The Insurance Institute of America was organized at Philadel- 
phia April 23, 1909—it is the central body which co-ordinates the educa- 





THE MAKING OF THE FIRE INSURANCE RATE 
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First Article 


tional work in the various societies. Mr. Hardy was present at the initial 
conference which organized the Institute, and has had the priz lege of 
attending nearly every conference since ‘that time. In connection with 
the work of the Institute he served on many conunittees, and at the an- 
nual conference in 1920 he was elected secretary- -treasurer, and has been 
honored with are-election each year since that time. In 
addition, he has enjoyed the rare privilege of attending 
two annual conferences of the Chartered Insurance 
Institute of Great Britain, one at Bir mingham in June, 
1922, and the other at Manchester in June, 1923. 

Mr. Hardy carly identified himself with the No- 
tional Fire Protection Association as an associate 
member, and continues his individual membership in 
that way. He has served for some three years as 
chairman of the Field Practice Committee, and is also 
a member of the Marine Hazards Committee. At the 
annual meeting held in Chicago May, 1923, he was 
elected a member of the executive committee for three 
years. He has worked for the New York Chapter of 
the National Fire Protection Association, serving as 
secretary, treasurer, member of various ” committees, 
and pre sident in 1921-1922, declining a re-election be- 
cause of his election to the executive committee of the 
National Association. 

His work has not been entirely limited to the in- 
surance field, for he served as a member of the im- 
portant Zoning Commission in New York city. This 
Commission devoted some three years to its labors, 
and its report, defining the zones of New Vork city, 


HARDY as to the heights of buildings, the business permissible 

New York Fire and the area of the lot to be covered by a building, 
was accepted, and has proved rather a standard for 
other cities. 


On October 23, 1914, the Underwriters Association of the District of 
Columbia was organised, and Mr. Hardy was chosen manager. He still 
retains the position, though his work is that of an adviser. Previous to 
the formation of this association the District of Columbia had been with- 
out a rating organization for almost nine years, and it required a steady 
balancing of the various forces interested in order to make the organiza- 
tion a success. 


Foreword 


OR some time I have had under consideration 
the writing of a series of articles on the 
making of the fire insurance rate. This 
“some time” means a few years, but at no 
time during that period has the proper 
time seemed to be the one so much as the 
present. The steady agitation in regard to 

the question of the making of the rate, coupled with the new 

proposals for its control now being discussed, shows that per- 
haps the most fitting time for the proposed series of articles 





has arrived. 
If one examines any or all of the reports of the investiga- 


tions which have been made of the fire insurance business, 
whether they be the most recent or the oldest, it will be found 
that they center around the question of the rate and its 
making. I do not recall that any other problems appear to be 
very difficult of solution, but I do recall that there is always 
an agitation in regard to the rate. That appears to be the one 
question that is of perennial interest. 

This is illustrated by quotations from the reports of two 


commissions that have investigated the subject. First, report 
of the Illinois Fire Insurance Commission, Springfield, IIL, 
January 4, IQII: 

Regulation by the States of late years has more and more come to 
mean the regulation of rates, for in fire insurance all roads lead ulti- 
mately to the rate question, and by the terms of your resolution providing 
for our appointment as a commission, we are asked to report our judg- 
ment, as to “the advisability of making a law regulating fire insurance 
rates in this State.” (Page 72.) 

Second, report of the Joint Committee of the Senate and 
Assembly of the State of New York, transmitted to the legis- 
lature Iebruary I, I9QII: 

Rating. The difficult problems of the fire insurance business all center 
in one way or another about the subject of rates. This is an important 
matter in any business, but in fire insurance there are difficulties and 
peculiarities that make it particularly important. In a manufacturing 
business the price of an article is largely determined by the cost of 
production, and this can, in general, be definitely ascertained. In 4 
mercantile business the selling price is determined by the buying price. 
In the case of public utilities the fixing of rates is more difficult; more 
elements enter into the cost and more factors must be given consideration. 

(Continued on page 9) 
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PREMIUMS 
TAXES 


INSURANCE AND 


INCOME 


LIFE 


OR several weeks past THE Spec- 

TATOR has printed articles concern- 
ing the means by which it is possible to se- 
cure the amendment of the United 
States income tax law so that premiums 
paid for life insurance designed to pre- 
tect widows and orphans or for annuities 
to protect old age, may be considered as 
deductible items in individual tax returns 
on the same basis and in the same man- 
ner as is now provided by law for dona- 
tions to charitable and religious organiza- 
tions. The present I’ederal income tax 
law provides for the exemption from in- 
come taxes by allowing deductions in the 
individual return of donations to chari- 
table and religious organizations, provided 
such deductions do not exceed fifteen per 
cent of the net taxable income. Now the 
average taxpayer as represented by the 
mass of individuals deriving their incomes 
from professional services, salaries or 
wages rather than from interest on ac- 
cumulated property does not, by any 
means, donate fifteen per cent of his in- 
come to charities. Yet the actuary of 
the Treasury must, under the clear pro- 
visions of the law, assume such a pro- 
portionate donation when estimating the 
revenue. Perhaps with the addition of 
life insurance premiums to the class of 
items deductible and therefore tax-ex- 
empt, the aggregate of such deductions 
would amount to about fifteen per cent of 
the net taxable income of this large group 
of taxpayers. The government woulk 


suffer no appreciable loss in revenue from 
the sources intended to be taxed but would 
recognize as national economy the encour- 
agement of family and individual protec- 
tion against unforeseen contingencies 
that might lead to destitution of many 
widows, orphans, and aged and infirm 
persons. 

In Tue Spectator of October 4, 
David Parks Fackler, F. A. S., dean of 
American actuaries, pointed out that the 
British Income Tax Law now provides 
for the exemption of premiums paid for 
family insurance and for deferred annui- 
ties with certain limitations. He suggested 
that American income tax legislation 
should properly provide similar exemp- 
tions. Mr. Fackler pointed out that fa- 
vorable action along this line would prob- 
ably follow if a proper petition were sub- 
mitted to congressmen and _ legislators 
embodying these principles. Among in- 
surance agents there appears to be uni- 
versal approval and endorsement of the 
idea and its purpose. Surely the policy- 
holder, representing as he does the aver- 
age taxpayer, will welcome any movement 
that will afford relief from burdensome 
taxation and at the same time recognition 
of his individual thrift and social service 
in preventing his family or himself from 
becoming a public charge. 

It is particularly for this group of tax- 
payers that amendments to the tax laws 
will have merited consideration at the 
forthcoming session of Congress which 
will convene on December 3 next. This 
is evidenced by the language of the letter 
addressed early this week by Hon. An- 
drew W. Mellon, Secretary of the Treas- 
ury, directly to Hon. Wm. R. Green, 
chairman of the Ways and Means Com- 
mittee of the House of Representatives 
which initiates all legislation respecting 
taxation. At one point Secretary Mellon 
said: “The revenues are sufficient to 
justify substantial reductions and the peo- 
ple of this country should receive the 
benefits.” The first recommendation of 
the Secretary directly concerns that tax- 
paying group of which the average in- 
dividual policyholder of life insurance is 
the representative. In the course of this 
recommendation, to cut the normal tax 
by 25 per cent, Secretary Mellon said: 
“The fairness of taxing more lightly in- 
comes from wages, salaries and profes- 
sional services than the income from in- 
vestment is beyond question. In the first 
case the income is uncertain and limited 
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in duration; sickness or death destroys it 
and old age diminishes it.” The efforts 
of individuals to conserve a part of this 
income by life insurance ought to be en- 
couraged as a national policy. The in- 
dividuals who do attempt to conserve this 
income are the rank and file of ordinary 
life policyholders whose individual con- 
tracts provide for reasonably small bene- 
fits and whose premiums constitute the 
backbone of the annual renewal business 
of the agent and company. 

The names of these policyholders on a 
well planned petition should be secured 
promptly and cleared through a common 
agency for presentation to Congress. On 
another page of this issue a form of peti- 
tion is printed. In brief this appeal 
recommends that Congress consider the 
addition to Section 214A of the Revenue 
Law of 1921, of a new subdivision to 
read as follows: 

“All sums paid within the year for, or 
as, premiums on policies of life insurance 
in force and/or covering the life of the 
taxpayer, excepting, however, all pre- 
miums paid on insurance in favor of a 
creditor of the taxpayer or of the firm or 
corporation with which he is connected.” 

What is needed now is definite action, 
organized, planned activity by insurance 
agents and their organizations toward 
putting into effect the well-conceived pro- 
gram of Mr. Fackler. A copy of the 
petition should be in every insurance 
agent’s hands and signatures to it se- 
cured as soon as possible. The petitions 
could be turned in to a local association 
or committee and thence cleared through 
a national organization and presented to 
Congress. Also every agent should en- 
deavor to see his Congressman and Sena- 
tor within the next two weeks and dis- 
cuss with him, at his home if possible, the 
significance of this petition. If for any 
reason a personal visit is not possible, 
then a letter should be sent to the Con- 
gressmen and Senators both at home and 
in Washington. 

Early action is necessary if results are 
to be attained, for the petition should be 
in hand at the early days of the con- 
gressional session. 

THE SpEcTATOR gladly contributes its 
share in this worthy effort by furnishing 
reprints of the petition to associations and 
general agents. This is an opportunity 
for every agent to render a distinct and 
personal service to his clientele and to 
policyholders as a group. It should not 
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Ss 
be passed by or cast aside through neglect 
or dilatoriness. Each should take the 
initiative and do his share now, rather 
than wait for neighbors or association of- 
ficers. Lead, and neighbors and associa- 
tion officers will join the campaign. 





LAPSES, DEATH LOSSES AND MEM- 
BERSHIP IN ASSESSMENT 
SOCIETIES 

HE table Lapses, Death Losses and 

Membership in Assessment Socie- 
ties, covering the business of 1922, and 
the two preceding quinquennial years, is 
presented herewith. The arrangement is in 
the usual order, grouped according to 
ages of the various societies. It is di- 
vided into four sections, the first contain- 
ing 36 organizations which have been in 
business for 35 years or more, the second 
contains 13 associations which have been 
active for from 30 to 35 years, the third 
group comprises 17 societies organized 
from 25 to 30 years ago, and the fourth 
or last group contains 12 which have been 
in business from 20 to 25 years. 

The tabular matter is arranged to show 
the history of insurance written, member- 
ship and terminations by lapses and death 
for three quinquennial years, 1912, 1917 
and 1922. 

Considering the table from the totals 
of the various sections, it will be noted 
that, in comparison with the number of 
policies written in 1922, lapsations had a 
distinct tendency toward an unduly high 
ratio. It will also be seen that the num- 
ber of deaths has naturally increased. 

[t will be of interest to note that in con- 
sidering two of the groups embracing the 
oldest and youngest, there has been an 
increase in membership in 1922, while the 
two intermediate groups show a decrease 
In membership from the five years pre- 
ceding. The death rate, while showing 
an increasing tendency in toto, neverthe 
less has a lower rate in 1922 than in IQI7 
tor the third group. 

Group one, comprising the oldest socie- 
ties, shows that in 1912 there were 273,- 
164 policies written, while in 1922 there 
were but written : 
whereas the lapses decreased from 401,- 


250,580 policies 


sig? 

a 1912 to 279,847 policies in 1922. 
imilarly, the membership of this group, 

which on December 31, 1912, amounted to 
Qx C nal 2 

2,954,948, had increased in 1922 to 3.- 

_ Copyright, 1923 


ork, » by The Spectator Company, New 


117,413. The deaths occurring in 1912 
amounted to 27,939, whereas in 1922 they 
totaled 35,179. The death rate increased 
in the respective years 1912, 1917 and 
1922 from 9.46 per cent to 11.24 per cent 
and 11.28 per cent. 

In considering, in a similar manner, the 
results of the second group, it will be 
noted that there was an increase in policies 
written from 1912 to 1917, but a big de- 
crease from 1917 to 1922. However, this 
may be, in a measure, accounted for by 
the results of one society. Lapses in- 
creased quinquennially in this group, 
whereas the total membership experienced 
the same variation as noted in the policies 
written. There was an increased num- 
ber of deaths in 1922 over 1912. The 
death rate for this group was 8.22 in 1912; 
10.18 in 1917; and 11.62 in 1922. 

In analyzing the third group, it is dis- 
covered that while there was an increase 
in written business in 1917 over IQI2, 
there was a distinct falling off in 1922, 
which was not only considerably less than 
1917, but also less than 1912. Lapses, 
decreasing from 1912 in 1917, were over 
double in 1922 what they were in 1917. 
The membership shows a healthy increase 
from 1912 to 1922, although in the latter 
year it was less than on December 31, 
1917. The deaths occurring gradually 
increased, as did the death rate. 

As is to be expected the fourth group, 
showing the youngest societies, discloses 
the best record. There is a distinct gain 
in policies written in 1917 over those 
written in 1912, and another slight in- 
crease 1n 1922 over 1917. Lapses in- 
creased considerably, and membership 
erew almost five-fold. The death rate 
rose slightly. 

The grand aggregates and averages, as 
indicating the general trend of the busi- 
ness of the societies, show that in 1922, 
as compared with 1912, writings de- 
creased about 68,000, lapses increased 
about Membership, however, 
increased from 5,546,617 to 6,475,463, or 
The losses by death 


225.000. 


about 20 per cent. 
increased from 47,489 in 1912 to 69,071 
in 1922, while the death rate shows a 
regular rate of increase. 

Assessment insurance is planned to 
offer protection at a cost lower than that 
which can be furnished by old line com- 
panies. In the earlier days of assessment 
and fraternal insurance, rates, being based 
on an unsound hypothesis, were inade- 
quate. To this may be attributed all of the 
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TOSTUDY CROP INSURANCE 


Automobile Gets V. N. Valgren for 
New Department 


THOROUGH INVESTIGATION PLANNED 


C. H. Remington Outlines Reasons for 
Departure of Company from Regular 
Lines 
Hartrorp, Conn., November 16.—One of the 
most thorough investigations of general crop 
insurance possibilities ever undertaken by any 
institution, not excepting the United States 
government itself, will be started immediately 
by the Automobile Insurance Company of 
Hartford, a member of the 7Etna group, it is 
announced in a satement just made public by 
the company. Victor N. Valgren, economist in 
charge of the Division of Agricultural Finance, 
United States Department of Agriculture, has 
been obtained to head the new department 
which the company will establish December 1 

to conduct the investigation. 

Mr. Valgren, a native of Sweden, is one of 
the foremost agricultural experts in the United 
States, and has been connected with the De- 
partnient of Agriculture since 1915. In addi- 
tion to being a practical “dirt farmer,” he 
holds degrees from Harvard University, the 
University of Minnesota and the University 
As a specialist in agricultural 
geog- 


of Chicago. 
economics, insurance and commercial 
raphy, he has taught these subjects in univer- 
sities in Minnesota, Kansas and Nebraska. 
Charles H. Remington, vice-president of the 
(Continued on next page) 


evils which have beset certain of these so- 
cieties. Many of the societies tabulated, 
realizing and desiring the necessity of 
sound protection, have changed and are 
changing rates so that they will be suf- 
ficiently high to purchase whole life insur- 
ance, and have in accordance therewith es- 
tablished full legal reserves permitting the 
paying of surrender values and thus 
placed themselves practically upon an old 
line basis. Others are still endeavoring 
to supply their members with what is 
actually term insurance with liability to 
increase future cost. 

The table Lapses, Death Losses and 
Membership in Assessment Societies 
proves that although there has been a 
considerable increase in membership dur- 
ing the ten years shown, there has been 
considerable falling off in the popularity 
of straight assessment insurance; be- 
cause the decrease in new memberships 
in 1922, and the increase in lapses in that 
year, show clearly a trend which, if con- 
tinued, will result in a serious loss in 
membership. 

(See table on page 33) 


eee ded 





THE SPECTATOR 

















THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $3,869,851.08 
Capital - - - - 750,000.00 
Surplus - - - - 608,462.35 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,311,388.73 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 











tit HAMPTON ROADS 


FIRE «» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 


Address Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 


President Managing Under. 


Fire Dept. 


Vice-Pres. and 
Secretary 

















Technology of Fire Insurance 
AND GUIDE TO 


FIRE INSURANCE SURVEYING 


By John Howard-Blood 


A new, comprehensive English work of over 600 pages, treating 
in much detail and with numerous illustrations 
PLANS AND PLAN DRAWING FIRE DETECTION AND EXTINCTION 


REPORTS OF SURVEYS CHEMISTRY OF COMBUSTION 
BUILDING CONSTRUCTION VALUATION, APPRAISEMENT AND AS- 


ARTIFICIAL LIGHTING SESSING 
ARTIFICIAL HEATING AND DRYING TABLES, FORMULAE AND GENERAL 
— AND TRANS- DATA 

MISSION 


This work contains a vast fund of information, under many 
sub-divisions, concerning matters of 


PRACTICAL INTEREST TO UNDERWRITERS AND 
INSPECTORS 


Price, cloth binding, $9.50 per copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





THE LEADING FIRE COMPANY 
OF THE ,,. WORLD 





COMPANY 
LIMITED 






















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 











Telidelity and GSualty GmpanytlewYork 





—1876— ROBERT J. HILLAS, Pres. —1923— 
Total Assets - - OverjTwenty-nine Million Dollars 
Total Reserves - - Over Twenty Miliion Dollars 


Surplus to Policyholders Over Eight Million Dollars 


Losses paid to June 30, 1923 about Ninety-eight 
Million Dollars 








CASUALTY LINES Surety Lines 





ACCIDENT FIDELITY 
HEALTH COURT 


LIABILITY CONTRACT 
COMPENSATION Casualty Insurance FIDUCIARY 


AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 


FLY-WHEEL MISCELLANEOU 




















“INSURANCE THAT INSURES” 
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The Making of the Fire Insurance Rate 
(Continued from page 4) 


In fire insurance companies in which the assessments are made after 
the losses, the rating problem has no particular difficulty; but in stock 
companies, where the premium is collected in advance, the anomalous 
condition arises that a price must be set to pay for something that has 
not happened and may not happen at all. (Pages 38-30.) 

Again. In the final analysis the amount which a person 
pays for a thing will generally be the part of the transaction 
that he will be the most interested in. Every proposed pur- 
chase or benefit is measured against its cost, and that cost is 
expressed in dollars and cents. 

There is also another basic reason why this question of the 
rate is always to the front: The community knows, as well as 
those engaged in the business, that owing to its very nature 
the final cost of any form of insurance cannot be accurately 
determined ; the business has within itself as its foundation an 
element of uncertainty. This fact is known and it furnishes the 
real ground for the argument as to the cost of insurance. 

I desire to state that in this series of articles the subject is 
to be treated from what I hope will prove to be, in some re- 
spects at least, a fresh viewpoint, and therefore I am more in- 
terested in a discussion of principles than in any specific sys- 
tem of rating. There are, I am sure, many factors which 
enter into the question of rate-making that have not been 
treated, due, possibly, to an over-concentration on schedule 
rating. That is important and will receive its just proportion 
of treatment ; but it should only receive its just proportion, and 
not be allowed to occupy the center of the stage all the time. 
While I shall reserve the right to change this series of articles 
from time to time, I am now proposing to treat the subject in 
the following manner: 


1. Foreword—The problem and the timeliness of the sub- 
ject. 

2, A brief historical sketch dealing with rate-making down 
to the point of schedule rates; that is, down to approximately 
1843. 

3. Schedule rating in England, and a consideration of the 

extensive use made of the English system in the transaction 
of the business in foreign countries. _ 
4 The beginning in the United States. The company 
tormed in Charleston, S. C., in 1736; the Philadelphia Com- 
pany; the Contributionship, 1752, and the Insurance Company 
of North America, 17092. 

5. The period from 1800 down to and including the con- 
flagration in New York city in 1835. This will cover that 
period of development by the Salamander Society and afford 
opportunity for stating its contribution to the question of 
rating, 


6. The period from 1835 to the Chicago conflagration. 

7. The development from the Chicago fire, 1871, and the 
Boston fire, 1872, to and including the year 1893, which was 
the year the first complete edition of the Universal Mercan- 
tile Schedule was published. 

8. The development of schedule rating in those parts of the 
country where the Universal Mercantile Schedule system was 
adopted. This is practically the eastern section of the United 
States. 

9. The beginning in 1880 of the Analytic System down to 
the San Francisco fire in 1906. 

10. The development of this system from the San Fran- 
cisco fire to the present day. 


The series of articles up to this point will merely set 
forth the facts in regard to rating from the beginning of the 
business to date, and not consider any of the other problems 
that enter into the matter, or any of the other factors that 
affect the rate of insurance. These will then be considered : 


11. The Standard Policy and the rate. 

12. The form and the rate. 

13. Clauses, except coinsurance, and the rate. 

14. Coinsurance and the rate. 

15. The Supreme Court of the United States and the rate. 
16. The individual State and the rate. 

17. The company and the rate. 

18. The agent and the rate. 

19. The broker and the rate. 

20. The insured and the rate. 

1. The rating organization, 

. The acquisition cost and the rate. 

. The legal aspect of the rate. 

4. The proposed national organization for rate-making. 
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Another object in writing this series of articles is to bring 
eventually in one volume a discussion of this all-important 
question of rate-making. There is no single work now de- 
voted to this subject, and what has been written on the two or 
three systems that have gained a wide repute is scattered 
through odd articles and volumes and is not available, to the 
young student at least, for purposes of study. It is desirable 
that this important subject shall have a volume that can be 
placed in the hands of the student body, so as to avoid re- 
ferring them to a series of articles, pamphlets, or books where 
the subject cannot, owing to its scattered nature, be treated in 
a logcial or comprehensive manner. 





Examining Underwriters to Meet 
_ phe next dinner and entertainment of the 
Examining Underwriters Association will be 
held November 20 at 59 Maiden lane, in the 
dining hall of the Home Insurance Company. 
The Home has many employees enrolled in the 
association and has extended the facilities of 
their dining service to the examiners. The 
Principal speaker of the evening will be an 
officer of the Home and the entertainment will 
be furnished by the employees of the Home, 
George A. Bell of Newark and Henry Tesch. 





committees : 
Continental ; 


Michael Zaengle, president, at the executive 
committee meeting of October 30 appointed the 
following as chairmen of the various standing 
Membership, M. M. 
entertainment, 
Westchester; educational, Owen Marrin of the 
North British and Mercantile; editorial and 
press, Walter O. Lincoln, Great American. 


New Fire Companies in Texas 


Austin, TeEx., November 10.—License to do 
business in Texas was granted by the Texas 
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Department of Insurance to the Eagle Fire 
Company of New York. This company, which 
is new to Texas, has a capital stock of $500,- 
000, with $502,517 surplus. Beers, Kenison 
& Company of Galveston are the general agents 
in Texas. 

The department also granted a license to the 
Export Insurance Company of New York, 
with capital stock of $400,000 and surplus of 
$325,885. This company is also new to Texas 
and will write fire insurance. Derrill G. 
Elmoore of Dallas is the special agent in Texas. 


Guillan, 
Tesch, 


Henry 
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RALPH B. IVES, President 


Tourists’ Baggage 

Use and Occupancy Salesmen’s Samples 

i We-vetjtan estas as) 
yaUbiceyesteloyt (ome Mat(elam Be-tette 
Explosion 

Riot and Civil Commotion 


Stes Rental Value 


Weel 
Automobile Profits 

Tornado Sprinkler Leakage 
Rent Registered Mail 
Leasehold Parcel Post 


Losses Paid over $223,000,000 








UNION HISPANO AMERIGANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 


Surplus to Policyholders.................. 


Wm H. Palmer, President E. B. Addison, Vice President 
C. Lewis, Jr., Secretary 


C. Watson, Treasurer J. M. Leake, General Agent 


Reserve for Unearned Premiums.............. $1,161,651 .59 
SO aT GEIB IERT MES oo see rola s eo sic us chevelooe ie ig psisie Gece eet 329,994 .01 
SOMME oan cars ots 6 ik oe Sri owk  eialarc $500,000 .00 
CPR OTES SOS Sa a 1,079,671 .23 


1,579,671 .23 


eee re reer e $3,071,316 .74 


Wm. Palmer Hill, Asst. Secretary 











Organized 1855 


FIREMEN’ WniSURANGE COMPANY 


OF NEWARK 


Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . . 4,436,386.20 
Surplus to Policyholders, 6,686,386.20 


Total Assets, . . . . 15,690,687.21 


ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
January 1, 1923 








WESTERN DEPARTMENT 
NEAL BASSETT, President 
' JOHN KAY, Vice-Pres. & Treas. 
A. H. HASSINGER, Secretary 
NEWARK, N. J. 


EASTERN DEPARTMENT 


WELLS T. BASSETT Sec’y & 
Asst. Manager 
CHICAGO, ILL. 


NEAL BASSETT, Pres. & Mgr. 











What fire insurance does not cover 


(No. 6) Sprinkler Leakage 


Thousands of dollars in damage is done annually by the accidental 
discharge of water from sprinkler systems and the collapse of sprin- 
kler tanks. Freezing, overheating, breakage of pipes and fittings 
settling of buildings, and excessive pressure are but a few of the 
causes of sprinkler leakage. 

Most warehouse, factory and loft owners have the foresight to 
install sprinkler systems as a fire prevention measure. If they are 
wise enough to install sprinkler systems, they certainly should see 
the logic in your argument for sprinkler leakage insurance. 

Every sprinklered risk in your community is a Sprinkler Leakage 
prospect! With the approach of winter weather with its inevitable 
freezeups, the selling of Sprinkler Leakage should be pushed vigor- 
ously. The American Eagle schedule and inspection service is at 
your disposal. 

Ask the American Eagle ‘‘Special” 


A copy of our leaflet, ‘‘When Sprinklers Misbehave,”’ will be 
sent to you upon request to our Advertising Department, 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 








HENRY EVANS Cash 
Chairman of the Board # Capital: 
JAMES A. SWINNERTON One Million Dollars 

President 
“AMERICA FORE" 
New York Chicago San Francisco 














UNITED STATES HEAD OFFICE: 


431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 


SPECIAL RISKS INSURANCE 
SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 
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To Study Crop Insurance 
(Continued from page 7) 
Etna affiliated companies, discussing the appli- 
cation of insurance principles to the farmer’s 
hazards, pointed out, in connection with the 
study to be made by Mr. Valgren, that while 
the business of farming involves many risks, 
the farmer has been left to face them with 
nothing more substantial than the comparatively 
meagre reserve he may have accumulated in 
his more prosperous and that when 
crop misfortune does overtake him, the sav- 
ings of a lifetime frequently are swept away 


years ; 


in a season. 





Pp, A. Cosgrove to Be Company Officer 

P. A. Cosgrove, assistant United States man- 
ager of the General of Paris; Eagle, Star and 
British Dominions of London and Urbaine of 
Paris, will soon become vice-president and 
secretary of the Knickerbocker Insurance Com- 
pany and the American Equitable Assurance 
Company, both of New York, according to re- 
cert advices. The vacancies arose through the 
resignation of T. A. Duffy, which was ten- 
dered a short time ago. Fred. S. James & 
Company are the United States managers of 
the companies with which Mr. Cosgrove has 
been connected. 

Mr. Cosgrove will bring to his new post the 
benefits of more than twenty-five years’ experi- 
ence in the insurance business. He began his 
career in the offices of the Scottish Union and 
National in Hartford. 














FIRE INSURANCE TOPICS 
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70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets......... 8,036,901.63 
Liabilities..... 4,955,239.55 


Net Surplus to 
Policyholders. 3,081,662.08 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





—_ New York State 
- F, Buell, General Agent, Tr 
E. J. Parmelee, S. Biss Soesenes ” 
H. H. Porter, S. A., Rochester 
G. New England 
_* Shaw, General Agent, 116 Milk St., Boston 
- H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
on New York Suburban 
-P.Phillips, Exec.S. A., 1506 E. 17thSt., Bklyn 











NEW YORK SURVEYS 

The George C. Howe Foundation.—The 
gift to the Insurance Society, which for con- 
venience we are referring to as the George 
C. Howe Foundation—and, by the way, that 
would be a good designation for it—is to set 
forth the fact that the indications are it will 
not be used perpetually for one specific purpose. 
Many organizations of the character of the 
Insurance Society themselves 
handicapped because a magnificent bequest was 
too closely tied to a specific purpose. While 
the committee who are to decide the disposition 
of the income have not yet met, the suggestion 
will be put before them that the use of the 
fund shall be designated from time to time 
to meet changing conditions. In this way the 
donor’s gift will probably accomplish the high- 
est usefulness. 

The Turnover on the Street.—Most 
offices are complaining now about the extensive 
turnover on their staff. So long as living con- 
ditions remain as they are and the tendency is 
for salaries not to have reached their proper 
relation thereto, this turnover is going to con- 
tinue. Just when the final adjustment will be 
effected is something which no one can predict. 

As to Meeting Changing Conditions.—The 
announcement put out within ten days that 
the time had come in the Western field for a 
new organization to take the place of the exist- 
ing two, is only another illustration that busi- 
ness can never become actually settled and 
fixed. It must at all times be ready to adapt 
itself to new conditions, and this is probably 
the proper way to meet the Western situation. 
This is true not only of the insurance business 
but true of most every other business and the 
insurance business will be untrue to itself if 
it does not from time to time, and voluntarily, 
consider whether its organizations are per- 
forming the work which they ought to be do- 
ing for the business of to-day. 


have found 


BOSTON AND VICINITY 

Missouri Situation Discussed.— The 
Missouri reciprocal-retaliatory situation was 
the principal topic for discussion at the annual 
dinner of the Boston Board of Fire Under- 
writers, held at the Exchange Club on the 
fifiy-first anniversary of the great Boston fire. 
President Walton L. Crocker of the John Han- 
cock Mutual Life referred to the. situation as 
the master problem of the day. He said that 
the Missouri courts would of course be ap- 
pealed to. He also said, “Perhaps it may be 
discovered that life insurance companies from 
States other than Massachusetts have likewise 
in the same manner suddenly failed to qualify 
under the Missouri laws.” Commissioner of 
Insurance Wesley E. Monk told the board that 
nothing could persuade him to deviate from his 
interpretation of the Massachusetts laws as 
given in his opinion refusing to license a Mis- 


II 


souri reciprocal to do business in this State. 
The dinner was well attended and was one of 
the most successful affairs the organization 
has enjoyed. 

Factory Mutuals Meet.—On the morn- 
ing following the Boston Board dinner, interest 
in the reciprocal-retaliatory situation was main- 
tained by a meeting of the New England 
Mutual Fire Insurance Association, attended 
by the representatives of some twenty mutual 
companies. The matter was referred to the 
counsel of the organization and concerted ac- 
tion on the part of the companies involved was 
most strongly urged. Lincoln R. Welch, presi- 
dent of the Fitchburg Mutual brought the 
topic up for discussion, having received notifica- 
tion from the Missouri department that the 
license of his company would not be renewed 
next year. 

General Adjustment Appoints—G. F. 
Stratton has been promoted to the assistant 
managership of the New England Department 
of the General Adjustment Bureau. For the 
past two years Mr. Stratton has been staff 
adjuster at Boston. His new position is just 
created and follows logically the marked in- 
crease in business. 

New England Pond Meets.—The New 
England Pond of the Blue Goose met for the 
first “splash” of the season last week at the 
City Club. About ninety were in attendance 
and an enjoyable evening with many entertain- 
ment features was provided. 


NORTH BRITISH AND MERCANTILE 
Central Department Field Men Meet— 
Chauncey S. S. Miller Attends Gather- 
ing at West Baden 

The field men of the central department of 
the North British and Mercantile Insurance 
Company, Limited, held their annual gather- 
ing early this week at the West Baden Springs 
Hotei, West Baden, Ind. Agency representa- 
tives from all over the territory attended and 
some of the home office men as well. George 
H. Batchelder, assistant manager of the cen- 
tral department, was in charge of the affair 
and was ably assisted by J. P. Hollerith, gen- 
eral agent for side lines. The meeting brought 
out a large number of men and problems re- 
lating to the agency end of the business were 
up for discussion. 

Chauncey S. S. Miller, publicity manager 
of the North British, went down from the 
home office in this country for the purpose of 
telling the agents how they can turn the ad- 
vertising matter supplied by the company into 
cash. Mr. Miller, speaking on this topic, advised 
the agents how best to utilize the various cir- 
culars, posters, etc., gotten out for their bene- 
fit and showed that much of the preliminary 
work of interesting prospects could be done 
in advance of the actual sale by the proper 
and intelligent use of the mails. 
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AGENTS WANTED! 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President 


J. M. Yoes, Secretary 














PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 


CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











STATE INSURANCE FUNDS 


OPINIONS OF NUMEROUS PUBLIC OFFICIALS AND 
OTHER PROMINENT MEN AND ORGANIZATIONS 
OPPOSED TO 


GOVERNMENT OWNERSHIP OR OPERATION 
A 38-Page Pamphlet 


Containing such expressions by 


PRESIDENT WARREN G. HARDING, 
EX-PRESIDENT WOODROW WILSON 
United States Senators and Congressmen, 
State Governors, State Fund Officials, 
State Insurance Commissioners, 
Chambers of Commerce, Prominent 

Business Men and Others 


Compiled by the late 
HARRY B. BRADBURY 
Insurance Legal Expert 


PRICE, PER COPY, 25 CENTS 
$20 Per 100 $150 Per 1,000 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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‘INCORPORATES ANNEX 


Westchester Fire Will Also Increase 
Capital by $500,000 


DELAWARE UNDERWRITERS 
SEPARATED 


President Otto E. Schaefer Believes Senti- 
ments of Agents and Insurance Com- 
missioners Against Annexes 

President Otto FE. Schaefer, of the West- 
chester Fire Insurance Company of New York, 
has called for a meeting of the stockholders of 
the company on November 22 to approve a 
plan recommended by the board of directors 
hy which $500,000 will be added to the capital 
and $200,c00 to the surplus. The plan in- 
cludes the incorporation of the Delaware Un- 
derwriters as a separate company: 

In his letter to the company’s stockholders, 
President Schaefer says: 

It is proposed to increase the capital stock 
of the company from $1,000,000 to $1,500,000 
by offering new stock to the amount of $500,- 
900 to stockholders of record in the ratio of 
one share of new stock to two shares of old. 
The new stock will be offered to the stockhold- 
ers at $30 per share, and as it is expected that 
the same rate of dividend as now paid will be 
continued on the increased capitalization the 
yield on the investment should be 8% per cent 
per annum. ; 

The benefit to the company will be very posi- 
tive and far-reaching, as it is proposed to take 
advantage of a recently enacted law which 
permits a New York company to own the stock 
of another fire insurance company. It is in- 
tended that such of the funds raised by this 
financing as may be necessary will be used to 
organize a new company to be owned and con- 
trolled by the Westchester and operated as a 
subsidiary thereof. 


NO AGREEMENT IN WEST 


Union-Bureau-Agency Conference 
Adjourns—No Action 


SEPARATION TO CONTINUE 


Agents Hope for Solution of Difficulties 
and May Reassemble Committees in 
Few Weeks 
Cricaco, Itt., November 1to.—In spite of the 
strenuous efforts put forth for three days by 
the conferees in the trilateral conference be- 
tween the Union, Asso- 
ciation of Insurance Agents in an attempt to 
bring peace to the fire insurance business in 
the Middle West, by repairing the breach be- 
tween the Union and Bureau, these organiza- 


Bureau and National 


tions will, for the time being at least, continue 
to pursue their separate courses. 

It cannot be said that this 
entirely failed in its purpose, although the com- 


conference has 
mittees have parted without having adopted a 
definite solution for the tangled state of affairs 
result of the 
agreement be- 
tween the Union and Bureau. That much has 
been accomplished is apparent when it is con- 


which has come about as a 


abrogation of the conference 


sidered that the underlying issues which con- 
stitute the differences between the organizations 
have been brought to the surface, and are now 
on display. 

Towever, in the the 
Thomas Moffatt of the agents’ committee, “it 
is only a matter of time before these differences 


words of chairman, 


will be adjusted, because this conference has 
wiped away the waiting period, which other- 
wise would have forced them to the front.” 
Now it is seen that this trilateral committee 
can continue to function, and after a period of 








AGENCIES WANTED 








FOR EVERY BRANCH OF INSURANCE 


including Fire, Casualty, Surety 





and Automobile 





oughly covered. 


50 Pine Street, Room 701. 





Additional connections sought by large, old-established 
and very conservative Canadian Bond house which has 
achieved conspicuous success in the insurance field in the 
Province of Quebec, Canada. 


Write to J. W. L. Forget, 


The whole Province thor- 


New York 
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a few weeks, during which studied considera- 
tion may be given these issues, can resume 
negotiations in an attempt to finally clear up 
the situation. 

In the meantime the agents’ committee will 
consider itself free to meet with either the 
Union or Bureau, if developments justify, and 
these organizations will have been afforded an 
opportunity to present the results of the con- 
ference to their respective memberships. That 
the agents are determined to exhaust every 
resource to bring the company organizations 
to aii understanding, is evidenced by their re- 
fusal to committee 
dissolved. 

Both President Harding of the Union and 
President Yunker of the Bureau, who were 
present throughout all the proceedings, ex- 
pressed their thanks to the agents’ committee 
for bringing about the conference and declared 
that the fact that the organizations could not 
get together was no reflection on the sincerity 
of purpose of the agents. 

Cuicaco, Itzt., November 14.—Union and 
Bureau officials have all declared that the fail- 
ure of the conference called by the agents will 
mean the continuance of the courses entered 
upon with the abrogation of the conference 
agreement. This means that separation will 
continue to be enforced by Union members. 


consider the conference 


STATE UNDERWRITERS ASSOCIATION 


HAS BIRTHDAY PARTY 


Francis R. Stoddard, Jr., Addresses Gather- 
ing—Frank L. Gardner and Claris 
Adams Also at the Speakers’ 

Table 
The Underwriters Association of New York 
State celebrated its fortieth anniversary by hav- 
ing a birthday party in the form of a dinner 
at the Waldorf-Astoria hotel in New York 
city last Tuesday night. The banquet was at- 
tended by well over two hundred guests and 
members. Entertainment by an orchestra and 
by the Original Firemens Quartet was provided, 
and souvenirs, consisting of a silvered identi- 

fication tag and key chain, were distributed. 

The gathering turned out to be a “family 
affair,” many of those present not having seen 
each other in some time, and the high-lights 
of the evening were furnished by Francis R. 
Stoddard, Jr., Superintendent of Insurance of 
New York, and by Claris Adams, attorney, of 
Indianapolis. Frank L. Gardner, president of 
the New York State Agents Association, out- 
lined the agents’ viewpoint regarding the 
triangle formed by the man with capital, the 
man who sells and the man who decides what 
the charge should be. This triangle in the in- 
surance business, said Mr. Gardner, was now 
properly balanced at all its points, and this 
happy result was due to the co-operation and 
understanding of all those engaged in the fire 
insurance field. The only problems were such 
as were caused by individuals who could not 
appreciate and understand another’s viewpoint, 
was the speaker’s contention, but the relations 
between the rating body, the agent and the com- 
pany were better today than ever before. 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. 


Liberal Commissions. 


Both 


Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 











On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 














Mutual Life 1923 Dividends 


The Mutua! Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to _policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 
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LIFE AGENCY OFFICERS MEET 





Wide Discussion of Managers’ Problems at Annual Convention in Chicago 





L. SETON LINDSAY NEW CHAIRMAN 





Other Officers Elected—Resolutions Adopted Decrying Practises of Abstractors and 
Twisters—Uphold National Association of Life Underwriters 


NEW OFFICERS ELECTED 
Executive Committee 


L. Seton Lindsay, New York Life, 
Chairman. 

Oliver Thurman, Mutual Benefit, Vice- 
Chairman. 


Dr. T. C. Denny, Central States Life. 

C. H. Hommeyer, Union Central. 

A. G. Borden, Equitable of New York. 
Philip Burnet, Continental of Delaware. 
J. G. Stephenson, London, Ont. 

H. B. Gunter, Greensboro. 

J. W. Simpson, Montreal. 


L. P. Brigham, National of Vermont, Sec- 
retary-treasurer. 





L. Seton LINDSAY 


Newly-Elected Chairman, Association of Life 
Agency Officers 

Cricaco, Int., November 
has taught the members of the Association of 
Life Agency Officers that their annual conven- 
tion is a melting pot to which all contribute 
freely of such practises as are successfully tried 
and beneticially operating. From it they derive 
inforaation of so concrete a nature that prob- 
lems with which they are struggling are solved 
by the self-told experiences of representatives 
of ciher companies who have undergone simi- 
lar problems and meet them in a way that has 
been a success in actual operation. Because of 
this, there was an enthusiastic spirit prevalent 
among the delegates as they met Monday after- 
noon for their two-day convention at the Drake 
Hote! in Chicago. 

Perhaps no other convention in the life un- 
derwriting business is so fruitful of beneficial 
results or so universally appreciated for its 
Experiences and not 
experiments are the hasis of its discussion. Men 
who have been assisted in previous times are 
eager to present their present-day troubles and 
have them discussed by their associates whose 
opinions on the subject are backed by the rec 


help as is this convention. 


12.— Experience 


ords their companies have made. The sessions 
proper opened Monday afternoon, the morning 
having been limited to a meeting of the execu- 
tive committee. The meeting opened with a 
short address by Chairman E. D. Field, second 
vice-president of the National Life. He spoke 
of the history of the organization during its 
seven years of operation and said it was organ- 
ized to further the salesmen’s interests in life 
surance. 

He dealt briefly with the success which the 
has attained and how it met its 
problems. The need for a closer relationship 
between the companies was met by the estab- 
lishment of the life insurance sales research 
bureau through which data of the company is 
pooled and the analyzed results are returned to 
the various contributors to the benefit of all. 
‘The opportunities of conference and the ex- 
tending of acquaintances,” Mr. Field, 
“would alone warrant the success of the con- 
In closing he sounded the keynote 


association 


said 


vention.” 
of the convention, which was “The Future of 
Life Underwriting as Related to Agency Man- 


igement.” He thanked the program commit- 


tee. L. Seton Lindsay, New York Life; 
Philip Burnett, Continental Life, and Arthur 
MacKenzie, Manufacturers Life of Canada, 


for its work, which he knew would meet with 
The report of the secre- 
Oliver 


the approval of all. 
tary-treasurer was read and accepted. 
Thurman and T. Louis Hansen were the audit- 
ing committee. The report of the executive 
committee was read and accepted. 

This report noted the remarkable growth of 
life insurance, resulting in ten billion new writ- 
ten business in 1922, with indications that 1923 
would be 20 per cent greater. This reflects bet- 
ter selling organization, due to studies of agency 
management and the high standards of service 
and ethics of field service must be continued. 
No opportunity to further appreciation of the 
agent by the public should be neglected. The 
committee held one formal and one informal 
meeting during the year and the loss of three 
members was noted, W. S. Weld, Berkshire 
Life; T. R. Hill, Provident Mutual, and George 
B. Stadden, Franklin Life. The present mem- 
bership is 135, five new members having been 
admitted during year—/Eétna Life Insurance 
Company, Acacia Mutual Life, Business Mens 
Assurance of Missouri, American National Life 
of Texas, Prudential Insurance Company of 
America, Newark. 

The report of the educational committee was 
read by its chairman, Winslow Russell, vice- 
president of the Phoenix Mutual of Hartford. 
He stated that the major problems were to 
find means for affording essential education for 
agents and to find the best way to inform the 
public of the advantages of life insurance. He 
spoke of the organization of the research bureau 
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as one of the outstanding accomplishments of 
this organization. The chief problem was how 
to lessen the resistance of the public to a real- 
ization of the advantages of life insurance. 
A suggestion was institutional advertising. A 
few channels noted were thrift week, life insur- 
ance talks, prize essays and propaganda in col- 
lege reading rooms. 

President Kield appointed Messrs. Thurman, 
Hunt of the Imperial and Dallas of Atlanta as 
a nominating committee for the three executive 
committee vacancies. 

Mr. Field in introducing Mr. 
chairman of the program committee stated that 


Lindsay as 


general agents were the keystone of agency 
organization and that therefore the considera- 
tion of general agency problems was of para- 
mount importance. Mr. Lindsay, who acted 
as chairman of the meeting during the discus- 
sion of the topics, spoke of the difficulties of 
arranging the program and stated that inas- 
much as all talks were to be informal its suc- 





Epwarp D. FIELD 


Retiring Chairman, Association of Life Agency 
Officers 


cess depended on full co-operation of delegates. 
“Tlow is the other fellow doing the job,” is 
a question of importance to all. -The right kind 
of general agent or manager will have the 
right kind of men, said Mr. Lindsay. The 
first topic was “How Are Agency Managers or 
General Agents Selected ?” 

Twelve members discussed the experiences of 
theis respective companies on this important 
subject. They included: Charles Langmuir, 
New York Life; Glover Hastings, New Eng- 
land Life; A. N. Mitchell, Canada Life; C. 
H. Carpenter, Great West Life; W. E. 
Taylor, Equitable Life of New York; T. Louis 
Hansen, Guardian Life; J. A. Hawkins, Mid- 
land Mutual Life; H. S. Miller, Metropolitan 
Life: Oliver Thurman, Mutual Benefit Life; 
G. K. Sargeant, Mutual Life of Canada; Philip 
Burnet, Continental Life. Select your general 
agents or managers from the ranks of your 
own agents was the predominating theme. Statis- 
tics presented by the larger companies proved 
the fact that of the combined number of their 
vxenera! agents 85 per cent were advanced from 


the company’s own ranks. The remaining 15 
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per cent being derived from outside sources. 
As reason would dictate, the experiences of 
younger and smaller companies showed that a 
larger percentage of their general agents were 
provided from outside sources. Of further in- 
terest on this theme was the variation of opinion 
as to the possibility of success in general agency 
work of non-field workers and home office men. 
In some companies their advancement was at- 
tended by marked success, whereas the experi- 
ence of other companies was the reverse. It 
was surprising to the lay observers to hear 
that from the point of view of actual results 
the successful personal solicitor was not always 
the most desirable general agent. This did not 
mean that big producers were not successes as 
gerieral agents, but that general agents who 
were big producers did not have their super- 
vision work attended with success. 

In the experiences of seven companies, out 
of 470 general agents, 


agency managers or 





WINSLOW RUSSELL 


Chairman, Educational Committee, Association 
of Life Agency Officers 


406 had been advanced to their present positions 
from minor positions. 

On the second topic the following contributed 
to the discussion: K. A. Luther, tna; F. C. 
Morse, Provident Mutual; C. D. Corey, Pan 
American; W. T. Sheppard, Lincoln National ; 
W. T. Grant, Business Mens, and W. S. Penny, 
Sun Life. It was but natural to expect that 
companies operating upon a general agency 
basis should, through their representatives, put 
forth the advantages of their plan of operation 
and, similarly, that those operating through 
salaried managers should speak correspondingly 
of this method. On the general agency side it 
was pointed out that self-reliance and business 
ability were enhanced by this method and the 
reward would be commensurate with the man’s 
ambition and capacity for work. Through the 
branch salaried manager plan the personality 
and aims of the company pervade the field. 
This is not possible in the general agency 
arrangement because general agents will have 
varied personalities and theirs, not the com- 
pany’s, will predominate. Greater co-ordination 
is obtained through agency managers. A com- 


pany sufiers, said one of the speakers, when 
a general agent becomes old or rich. 
SECOND SESSION 


WELts ADDRESSES 


Cuicaco, Nov. 14.—The second day’s session 
opened with an address by Graham C. Wells, 
of the National Association of Life Under- 
writers, upon the field man’s view of the future 
of life underwriting. Mr. Wells stated that 
the biggest problem of the sales force at the 
present time is to maintain and deserve the 
degree of public confidence it now has. He 
dwelt upon the desirable publicity received by 
life insurance from insurance journals. Other 
sources of advertisement noted by him were 
through national journals, trust companies, 
banks, radios, etc. He commented on the tre- 
mendous accomplishments for the general 
good of his association in bringing about public 
good will, and assured the managers that their 
present business was to continue and increase 
this good will. He requested the company men 
to help them by writing letters to agents, urging 
them to join. Increased membership of the 
agents’ association, he said, means increased 
revenue and increased accomplishments. He 
stated that among the present aims of the asso- 
ciation was the success of their common inter- 
est programs. Local meetings for December 
will endeavor to bring life insurance men in 
contact with credit men. January meetings will 
combine life insurance and trusts; February, 
church financing. Commendation of the work 
of the Life Insurance Sales Research Bureau 
was enthusiastically given. He suggested the 
encouragement:of the formation of manager’s 
groups to study general agency problems. 

Mr. Wells condemned the abstractor and the 
twister of business. He said that this practice 
was insidious and ruinous to the best practices 
of legal reserve life insurance. He decried the 
appeal by companies for surplus life business 
from agents of competing companies. 

Following his speech, Mr. Lindsay offered a 
resolution adopted by the executive committee 
condemning insurance experts and adjusters. 
This was adopted unanimously: 


GRAEAM 


RESOLUTIONS ADOPTED 


Whereas, It has come to the attention of the 
Association of Life Agency Officers that there 
are persons representing themselves as “insur- 
ance experts” or “insurance adjusters,” who 
either advocate the surrender of old policies 
and the taking out of new term insurance, or 
the changing of endowment and limited payment 
life policies, to term or ordinary life plans, thus 
defeating to some extent the best purposes of 
life insurance, harming the interest of policy- 
holders and creating a false impression of the 
life insurance business among the public. 

Be it Resolved, That it is the opinion of the 
Association of Life Agency Officers, in con- 
vention assembled, that in the best interests of 
policyholders and life insurance companies such 
practices should be discouraged, and that the 
companies should refuse to license or accept 
business, directly or indirectly, from these so- 
called “insurance adjusters” and “insurance ex- 
perts,” where it is clear that such men are 
deliberately engaged in the practices referred to. 

Be it Further Resolved, That the chairman 
appoint a special committee to investigate this 
whole matter, and to report to the executive 
committee on measures and steps that can best 
be taken to carry out the wishes of this con- 
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vention to discourage such existing Practises 

3e it Further Resolved, That the executi 
committee, together with said special committee 
will be empowered to act in the way they think 
best to achieve the results desired. 

Having in mind the co-operation given to the 
Life Agency Officers Association by the No. 
tional Life Underwriters Association, as again 
evidenced by the helpful presence at this meet 
ing of Graham C. Wells, president of the agso. 
ciation, and Edward A. Woods, chairman of the 
executive committee, and having listened with 
great interest to the program of the National 
Life Underwriters Association, announced py 
its president at this meeting. ° 

se it Resolved, That the Association of Life 
Agency Officers recommend that the home 
offices of all companies give careful considera. 
tion to the points raised in the program above 
referred to, with a view to rendering any proper 
co-operation that can be given by the companies, 


Mr. Hansen, vice-chairman, presided over 
discussion of topic on home office assistance to 
managers. That constant visits by the home 
offices officials to the branch offices or general 





ALBERT G. BorDEN 


Secretary, Association of Life Agency Officers 


agencies are a necessity, was the universal 
opinion of the various speakers, regardless of 
size or age of company represented. Details 
of their system of agency supervision and 
method attending visitation as practiced by the 
individual companies freely discussed. 
Satisfaction in the results achieved through 
agency field clubs was generally attested. A 
variety of methods in meeting demands from 
agents for advances were brought to light. 

In the afternoon, John Holcombe and Oliver 
Thurman, manager and chairman, respectively, 
of the Research Bureau, told of the work of 
this Bureau. Mr. Holcombe stated that there 
were now sixty-seven members of the Bureat 
whose function was to act as a clearing house 
for its members. 


were 


List oF THOSE REGISTERED 
Those registered as present include: Graham 
C. Wells, president, National Association of 
Life Underwriters; Walter C. Hill, vice-presi- 
dent, Retail Credit Company; R. E. Sweeney, 
associate agency manager, State Life of It- 
diana; Stephen Ireland, superintendent of 

(Continued on page 25) 
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Financial Service to Beneficiaries and Its Relation to Sales 


By Apert G. BorDEN 


Inspector of Agencies at Large, Equitable Life Assurance Society of the United States 


different points of 


HERE are several 
T view from which the topic can be 

treated; for example, the investment 
angle, the legal aspect, the selling effect. It 
can also be discussed from the standpoint both 
of the policyholder and the company. I will 
treat of the subject solely from the selling 
point of view except as reference to the other 
sides of the question may be essential. 

The most significant fact in the remarkable 
record of a certain New York firm of general 
agents that was so extensively commented on 
recently in the insurance journals, was not so 
much that they had paid for over $10,000,000 
of business in six months, nor even the fact 
that in their two years of service with the 
company they had built up an agency from 
nothing to fifty or sixty whole-time agents, 
but rather that their average sale was more 
than double the average size policy of prac- 
tically every company represented here to-day! 
The reason for this is that the head of that 
agency is one of the greatest apostles of in- 
come settlement in the country and he has 
trained his agency along these specific lines. 

And, after all, the record of this agency is 
only a counterpart of the record of every agency 
in every company where the manager appre- 
ciates the value of income settlements and 
their relation to sales, for the proper presenta- 
tion of an intelligent income plan makes (1) 
for case in selling, and (2) for larger sales. 
[ will try to develop this thought later, but 
first I think it will be of interest to define our 
subject somewhat and to review briefly how 
the idea of financial service to beneficiaries 
originated. 

By financial service to beneficiaries we refer 
to any form of policy settlement at death of 
the insured or maturity of contract that enables 


the beneficiary to utilize to his or to her ad- 
vantage the financial benefits of the company’s 
investment program—whether the settlement 
represents interest on principal left on deposit, 
a limited or a life income instalment settlement, 


or a combination of these. 


A. FINANCIAL PARTNER 
\ life insurance company in a sense acts as 
a firiancial partner for many a man during his 


lifetime. His premiums are carefully invested 





This article is extracted from an ad- 
dress delivered by Mr. Borden on Tues- 
day of this week before the Association 
of Life Agency Officers at the meeting 
of that organization in Chicago. The 
paper has been in the course of prepara- 
tion for nearly a year and was given 
much thought and attention before being 
released in its present form. 











for his benefit in high grade “legal invest- 
ment” securities after thorough analysis, and 
suck investments, forming a common reser- 
voir, are constantly watched by financial ex- 
perts and are supervised by State departments. 
Yet cnly too often in the past has it happened 
that at the death of the policyholder the pro- 
ceeds of his insurance have been immediately 
withdrawn by the beneficiary in full on the mis- 
taketi assumption that this was necessary, 
whereas perhaps only a small part of the in- 
surance money was actually required at that 
time. 
ComFort INSURANCE 

One of the great trust companies of the 

Mississippi valley splendidly epitomized the very 
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spirit of family insurance in a recent leaflet, 
when in urging the safeguarding of insurance 
monies, it wrote: 

Your insurance policy provides for a money 
payment on your death, but if you analyze the 
purposes for which you are paying for that 
policy you will come to see that a money pay- 
ment is not its real object. 

You carry insurance so that your depend- 
ents may be secured against loss of comfort 
en your death, not so that they may be paid 
a certain sum of money when your death oc- 
curs. 

With this in mind, I think we might almost 
give the income settlement policy a new name 
and call it a “Guaranteed Comfort Policy.” 


Brier History oF INCOME CONTRACTS 

Contrary to my own early notion and the 
opinion possibly of some here ‘to-day, the set- 
tlement of a policy as an income rather than 
in a lump sum cash is not even a relatively 
new idea. The agency officer of one of the 
oldest insurance companies in America reports 
that in 1866 his company first issued a policy 
payable in instalments together with interest 
on the unpaid balance of principal; and he 
added that the original purpose of the found- 
ers of his company, which was organized pre- 
vious to 1850, was that they should issue poli- 
cies providing for an income to the widows 
after the death of the insured. In starting 
the company, however, they came to the con- 
clusion that it would be better at first to issue 
policies payable in one sum. He calls further 
attention to the fact that one of the oldest 
British companies which started business in 
1815, in its original prospectus issued in 1811, 
stated that it intended to establish a general 
fund for securing provision to widows, sisters 
and other females, whereas in 1812 in a sec= 








ond prospectus it indicated that the fund would 
be also for the purpose of insuring capital 
sums on lives. 

Information secured from a number of other 
old companies is along similar lines, although 
practically all agree that insurance in this 
country in the past has been almost exclusively 
developed on the lines of capital rather than 
income, and that the income idea has been a 
very gradual development. 

Another of the older companies 
that the first instalment privilege that they 
accorded a beneficiary was in connection with 
a policy issued in 1883 where, when it became 
a claim later, they issued a certificate holding 
the proceeds and paying interest to the bene- 
ficiary, although there was no actual provision 
for that settlement either in the policy itself 
or in the application. 


reported 


A FRANK ADMISSION 
It is not without a touch of humor that we 
note in another one of the largest of the 
American companies the income settlement 
agreement was first used in connection with a 
policy issued in June 1885 where the purpose 
of the plan was frankly stated as “the desire 
of certain parties to provide for incompetent 
beneficiaries to whom the gross proceeds of the 

insurance could not be entrusted”! 


INCOME vs. CAPITAL 

lt is not perhaps surprising that the bulk of 
life insurance monies has been payable in single 
sums because America in the past with its 
great undeveloped resources, has always been 
accustomed to think in terms of capital rather 
thai. income; and a contract expressed in 
capital also sounds more impressive than one 
expressed in income. It is unquestionably true, 
however, that in recent years with the gradual 
development of the nation, the tendency has 
been more and more to think in terms of in- 
come, and this has been stimulated by the War 
Risk instalment settlement and by the income 
tax laws under which we now operate. 

I believe that another and one of the great- 
est contributing factors to income settlements 
in lite insurance is the millions of group in- 
surance being written every year. A group 
certificate has heen defined as a contract under 
which “the financial shock of death is post- 
poned for one year,” during which the family 
continues to receive the wage-earner’s income. 
It is, therefore, only a step from a one-year 
income contract to a more highly developed 
contract which continues the income for five 
years, ten years or even longer. 

Obviously, I cannot indicate here all of the 
various steps and the various forms of policy 
centracts that have been issued in the past 
in the development of the income idea, but 
as an appendix | will attach copies of data 
furnished to me by a number of companies 
whose experience is of interest that will tell 
the story, and I take this occasion to express 
the appreciation that is due these various gentle 
men for their contribution. 


THe IpeAL INVESTMENT 
Most financial advisors recommend that busi 
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ness men should differentiate as between their 
business investments and their family invest- 
ments, and urge with respect to the latter, that 
they exercise a precaution that is reflected, first, 
in security; second, in diversification; and 
third, yield. The ordinary buyer of life insur- 
ance usually has not a sufficiently large estate 
to enable him to spread his family investment 
over into a variety of fields, and while he may 
seek for safety, the advantage that comes 
through distribution is lacking. I have heard 
it stated that the ideal investment for the aver- 
age man would be the chance to invest his 
money in a large financial holding company, 
where in addition to security, the opportunity 
exists for diversification, and where the magni- 
tude of the venture is such that it can com- 
mané the services of financial experts who 
are competent not only to suggest the original 
investment, but who are in a position intelli- 
gently to scrutinize and watch all investments 
once made. <Any investor in such a holding 
company would then have a certain participa- 
tion in the entire financial enterprise. That 
ideal situation actually exists with the prudently 
managed life insurance company. The bene- 
ficiary at the death of the policyholder, fre- 
quently without knowing it, has that very in- 
vestment, which should not be lightly sur- 
rendered. 

I appreciate that in these points I am pre- 
senting there is nothing that is new to this 
audience, as you are familar with each point 
that I have made, but they are being mentioned 
largely as a background for a consideration 
of the practical opportunity that we enjoy 
or are neglecting—from the selling side of the 


question, 


THE VALUE OF AN IDEA 

An enterprising member of the actuarial de 
partment of one of the great New York com- 
panies not long ago conceived the idea of a 
contract that would provide a monthly income 
for twenty years with a special wedding and 
Christmas anniversary token. He developed 
the thought in the form of a special agreement 
for a $10,000 policy, copies of which he sent 
out to a selected list of representatives. $4,- 
000,000 of business promptly resulted from 
this one idea alone. And this record of this 
New York company I know has been duplicated 
many times there and elsewhere by similar 
sales suggestions. Such plans for their success 
do not depend simply on their novelty, but they 
are grounded on a vital principle, that of pre- 
senting to a prospect something that has directly 
to do with the welfare and happiness of the 
members of his household. 


TypIcAL SELLING SUGGESTIONS 

Time will not permit us to cover all of the 
selling suggestions with the income idea in 
mind that have been developed by the inquiry 
I sent out to the different companies, but I 
will offer a few in the belief that they will 
serve as indications of the even larger field for 
insurance that is open to us when these more 
modern selling plans shall have been perfected. 

The head of a successful agency in the Mid- 
dle West, representing one of the largest com- 
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panies, reports that his average sale in 1922 was 
$31,250. This agency is one that has been 
established for many years, and where every 
member of the agency is carefully trained in 
the idea of fitting the contract to the client, 
with special reference to the form of Settle. 
ment. [very client whose application is taken 
has his circumstances reviewed by the man. 
ager as best he can on data secured by the 
agent, and the form of policy is discussed that 
will best meet the situation. -That form of 
policy is then ordered out either originally oy 
as an alternate. The agent is therefore able 
to go to the client with a comprehensive inst. 
ance program that takes the circumstances and 
Every 
member of that agency is an income specialist, 
and the manager has given two illustrations of 
how favorably this works out: 

The first relates to the agent. An agent 
came to him the first of this year after con- 
siderable experience During the 
first eight months of 1922, when he was selling 
on the ordinary methods of the past, his sales 
resulted in a total of about $200,co00 of business 
with forty-nine cases; and I presume he was 
rated as a pretty good agent. In the first eight 
months of 1923, however, when he was under 
the new training, he wrote thirty-three poli- 
cies, but the total was more than double the 
volume for the same period the previous year, 
and the premiums threefold. 

The second illustration shows the effect of 
these selling methods as related to the policy- 
holder. A man who had seven insurance poli- 
cies, the largest of which was $5000, issued 
over a period of several years, came into the 
manager’s office at his request, and after a re- 
view of the situation, negotiations ended in 
the issuance of a survivorship annuity for the 
life incomes for his two sisters and 


needs of the family into consideration. 


elsewhere. 


mother, 
his wife, an educational contract for his boy 
as well as two deferred principal sums for 
his boy, a total coverage of approximately 
$125,000. Every one of the agents through 
whom he had been previously insured had had 
the opportunity to do this for him, but it was 
left undone; and in this case, like all others, 


the insured greatly appreciated the service 
rendered. 


Knowing that you would welcome it, I asked 
the manager of the agency to whom I alluded 
in the outset if he would give me a typical 
illustration of his selling methods; and I am 
glad to quote the following: 


In selling life insurance, the agent should 
realize, and be absolutely sold on the proposi- 
tion that income insurance is the only plan 
of saving ever devised that will enable a man 
hy contract to carry out after his death the 
things that he hopes to carry out if he lives. 
The agent should therefore sell a policy that 
will as nearly as possible provide funds for 
the widow and children in the same manner 
as the insured had provided them before his 
death. In other words, there is no material 
change in a family after the death of the bread- 
winner. True, they lose his love and affection, 
and they cannot hope for exactly the same in- 
come, but the wife’s ¢xpenses are going to he 
heavier in the earlier years while the children 
are growing up, and therefore insurance should 
he arranged to meet that contingency. 

The ideal contract, therefore, is the one 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 








that provides funds as nearly as possible in 
exactly the same manner as though the insured 
were alive. The following proposition seems 
best fitted for the average family, and needs 
but very slight modification for almost any 


family. 


INSURED, 35—WIFE, 33—A Boy, 12—A Girt, 6 
Here the insured, if he lives, will find that 
his expenses are heaviest during the next ten 
years, while the boy is going through college. 
Then they will drop somewhat, and for the 
next ten years will be heavier, while the girl 
is going through college and making her debut. 
After that time the children are educated, and 
the insured will find that his expenses are 
lessened. For such a case, I believe the fol- 
lowing proposition is ideal: 

$20,000 under interest option to 

the wife for life, payable 
monthly, yields an income of $ 

4,595 continuous monthly income 
HOME (OR eda cvesectva ences 25 


5 a month 





Income to wife for life.... 
9,190 monthly income for twenty 
Gearet OMIT anessede dee eaes 5 


This makes an income for 
the first twenty years of.. 
5,275 monthly income for ten years 
GHG suk ncstaneiecsacqre- 


$150 a month 





Making the income for the 
fivet: tet Yeates caccncxccas< 

This gives the wife the maximum income for 
the first ten years after the insured’s death; 
then when the boy is out of school, the income 
drops to $150 a month; ten years later the 
daughter is out of school, and the income drops 
to $100 a month, which the wife would receive 
throughout her lifetime, leaving $20,000 intact, 
to be paid as follows: 

“Interest on $10,000 to the son ($37.50 a 
month) until he attains the age of thirty, at 
which time he would receive $5000 in cash. In- 
terest on the balance until he attains the age 
of thirty-five, at which time he would receive 
an additional $5000 in cash. If he should un- 
wisely invest the first $5000, it is likely that he 
would be more careful of the other $5000. If, 
on the other hand, he also lost that, the insured 
has certainly done his part. 

“Interest to the daughter ($37.50 a month) 
until she attains the age of fifty, at which time 
the policy would be paid off under Table C, 
which would yield an income of $52 a month 
for life, with $120 certain guaranteed.” 


$200 a month 


Ten or fifteen years ago these ideas might 
have seemed involved, and as though life insur- 
ance men were going too far. But viewed 
from present-day angles, this procedure seems 
almost the A B C of intelligent selling, and 
the value underlying the idea is not alone the 
volume of insurance sold and the extent of 


coverage granted, but in the reaction on the 
policyholder himself, who is made to feel that 
he is dealing with a man and a company that 
are aiming to serve him, and in the fact that 
therefore 


the question of conservation will 


more nearly take care of itself. 


GUARANTEED PRINCIPAL AND INCOME 
CoNTRACTS 

The criticism that has been levied against 
the so-called life income policy that has been 
in use by a number of companies for many 
years, is that while yielding an income during 
the lifetime of the wife, the principal is being 
exhausted all the time. To meet this situation 
several companies have of late devised a prin- 
cipal sum contract expressed also in terms of 
income that in effect furnishes the beneficiary 
with an income for her life with the principal 
intact for payment to a child upon the mother's 
death. This contract is a combination of an 
ordinary policy, where the principal is left on 
deposit at the death of the insured and on which 
per cent is 
plus a 


a guaranteed income of 3 or 3% 
paid depending upon the company, 
further income of 2 or 2% per cent that is 
secured through a survivorship annuity, thus 
bringing the income up to 5 per cent or 6 
per cent, and in the case of a participating com- 
pany, excess interest. That there is a wide 
field for this particular form of coverage is 
indicated by the sales that have so far been 
made. One of the companies in a few weeks 
following the issuance of this contract not only 
had sold $1,000,000 on this form, but the aver- 
age sale, as might be supposed, was in excess 
of $10,000 which is of distinct interest to 
agents. 
Two PracticAL EXPEDIENTS 

In one company a definite form has been 
printed which explains briefly the company’s 
financial service, and that enables either the 
applicant or an oid policyholder by a simple 
check to indicate the financial program that 
he wishes to set up for his beneficiary. This 
form is equally appropriate for new applica- 
tions or for existing policies. 

Another—and perhaps this is the most effec- 
tive measure in dealing with the original 
policy—the application of one company has 
been so framed as to require that the applicant 
shall indicate how he wishes the policy to be 
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paid at maturity. With scarcely an exception 
every company’s application blank in providing 
for a premium, not only allows space for the 
amount, but room in which to indicate how 
the premium is to be paid. Isn’t it a fair 
assumption that in dealing with the more im- 
portant problem of amount of insurance tp 
space be provided in which the mg 
ultimate settlement is indicated? Thi 

that at that point in the negotiations if p 
viously neglected, the agent automatically must 
inform the policyholder of his rights and privi- 
leges in that respect. And when new applica- 
tions are being sold aright, it is a relatively 
simple step to then deal with the larger mass 
of existing business or even with policy claims 
themselves. 

These illustrations indicate that the need 
exists. But the challenge that comes to us is: 
Shall we deal with it as a necessity? or treat 
it as a great opportunity? 


Walkertalks 

Under the title “Walkertalks,” the Eastern 
Underwriter has issued a pocket-size booklet 
of sixty-two pages which is well described as 
“a collection of sales suggestions and friendly 
philosophy for odd-time reading that are guar- 
anteed by the author not to harm anybody.” 
These “talks” are the results of experiences 
gathered along the path of commercial 
endeavor, and their purpose is to help the reader 
to greater zest for his business and to in- 
spiration to accomplish bigger things. 
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An American Experiment in Unemployment 
Insurance 


By Dr. FrepertcK L. HorrmMan 










malgamated Clothing Workers of 
have initiated a plan of unemploy- 
mt insurance which gives promise of testing 
the theories of those who believe that compul- 
sion and State-aid in providing for unemploy- 
ment contingencies is unnecessary. The term 
“unemployment insurance” is somewhat mis- 
leading, for more accurately the undertaking 
may be described as an “industrial depression 
reserve.” The plan is the first of its kind in 
which both labor and industry enter into an 
agreement to establish a fund on the basis of 
voluntary contributions out of which benefits 
will be paid to those temporarily out of work 
for reasons inherent in the industry, and its 
dependence upon the general state of trade. 
The first article of the proposed agreement 
reads that “the union agrees to use its best 
efforts to cause each of its members employed 
by the manufacturer—(a) to pay to the board 
of trustees, hereinafter constituted, for each 
payroll week, commencing with the payroll 
week beginning on or immediately following 
May I, 1923, one and one-half per cent (112%) 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











Consulting Statistician, The Prudential Insurance Company of America 


of the amount of such employee’s wages re- 
ceived from the manufacturer, and (b) to 
authorize and direct the manufacturer to deduct 
such sums from the contributing employee's 
wages and forthwith pay the sum so deducted 
to the board of trustees on behalf of such con- 
tributing employees.” It is further provided 
in this section that the manufacturer agrees 
to make deductions so authorized to pay over 
the sums so deducted to the board of trustees 
on behalf of such contributing employees and 
the manufacturer agrees to pay to the board 
of trustees an amount equal to each such pay- 
ment so contributed by such employees as and 
when such contributions are made by the em- 
ployees. 

In other words, it is assumed that-a depres- 
sion reserve can be used at a cost of about 3 
per cent of the payroll, of which one-half is 
paid by the employer and one-half by the em- 
Whether this will be too much, or 
determine. 


ployees. 


insufficient, experience alone can 
But, in any event, the net cost will not be 
subject to confusing assumptions such as are 
inherent in any and every system of compul- 
sory unemployment insurance. 

The deduction from wages being made auto- 
matically by the employer a _ complicated 
machinery for collecting the contributions is 
avoided. No cumbersome and irritating sys- 
tem of cards and stamps is required. No 
elaborate calculations are necessary but the 
procedure conforms in all its essentials to mod- 
crn methods of group insurance. The method 
will appeal to all who belicve that in any and 
every such effort at social amelioration the cost 
of supervision and administration should be 
kept down to the lowest minimum. 

The second article provides that ‘“‘all sums 
so received shall be held by the board of 
trustees in trust subject to all the terms and 
conditions of this agreement, and such sums, 
and the income therefrom shall be held as a 
special trust fund, designated as the ‘Unem- 
plovment Fund,’ hereinafter referred to as the 
‘Fund.’ ” This is a further evidence of simplic- 
ity of arrangement and the avoidance of a 
costly administration procedure which forms 
one of the most serious criticisms against un- 
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employment insurance. It is self-evident from 
the language used that what is aimed at is an 
industrial depression reserve rather than an 
insurance fund in a strictly technical sense of 
the term. 

The third article has reference to the bene- 
This reads in part as follows: 
(1) The contributing employee must have 


fits paid. 


made contributions regularly during his em- 
ployment; in addition, be must have been a 
member of the union in good standing since 
May I, 1923, up to and including the date when 
he shall apply for benefits, or if he were not a 
inember of the union on May 1, 1923, then he 
shall he eligible for benefits after one year from 
the date of his first contribution. (This pro- 
vision, of course, limits the operations of the 
system to organized labor. From every point 
of view this is unquestionably an advantage. 
Organized labor has come to stay and is bound 
to grow in importance and influence, and its 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 
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SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation. benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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collective interest in insurance is in every way 
to be desired.) 


(2) In no case shall a contributing employee 


receive more than an amount equal to five (5) 
full weekly benefits in a single year; always 
provided, however, that there shall be no bene- 
ft made hereunder unless there are moneys in 
the fund available for the purpose. (The pre- 
cise limitation of benefits is commendable. There 
can be no vague conception or misapprehension 
on the part of the worker. The limitation to 
sve weeks is obviously a decided discourage- 
ment to malingering imposition and fraud. The 
further limitations of obligations to the money 
available makes it obvious that the fund is not 
an insurance obligation in the technical sense 
but in the nature of an emergency depression 
reserve. ) 

(3) It is agreed that benefits shall be paid 
enly for such involuntary unemployment as 
results from lack of work, and that no benefit 
shall be paid to an employee who voluntarily 
leaves his employment or to an employee who 
is discharged for 
accept suitable employment. 
seems much clearer and more conducive to 


cause or who declines to 
(This provision 


amicable relation between employer and em- 
ployee than the corresponding and more in- 
volved provisions of the British Unemploy- 
ment Insurance Act.) 

(4) It is agreed that no benefits shall be 
paid or distributed for unemployment that 
directly or indirectly results from strikes or 
stoppages or any cessation of work in viola- 
tion of the trade agreement now in force be- 
tween the manufacturer and the union; nor 








Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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shall any benelits at any time be paid or dis- 
tributed to employees who at the time are en- 
gaged in strikes or stoppages or who have 
ceased work in violation of said trade agree- 
ment. (This section is self-explanatory. It 
would, of course, be contrary to common sense 
and public policy to pay unemployment bene- 
fits as a result of voluntary idleness.) 

(5) A contributing employee who has volun- 
tarily interrupted the regularity of the pay- 
ment of his contributions shall not receive bene- 
it out of the fund in excess of one full weekly 
benefit for every ten full weekly contributions 
in a single year. 

(6) In complete unemployment the contribut- 
ing employee shall promptly register with the 
employment exchange, and such unemployment 
shall be deemed to begin on the date of such 
registration. (Apparently there is no inten- 
tion to establish the irritating methods of daily 
examination and supervision of unemploved 
workers met with in the case of the employ- 
ment exchanges in Great Britain. It is sincerely 
to be hoped that this will not become neces- 
sary.) 

(7) Contributing employees who are entitled 
to unemployment benefits under this agreement, 
and the rules and regulations adopted by the 
board of trustees in pursuance hereof, shall 
receive out of the fund unemployment benefits 
at the rate of forty per cent (40%) of the 
average full-time weekly wages of said con- 
tributing employee, but in no case in excess 
of twenty dollars for each full week of un- 
(This is a most admirable pro- 
vision clearly indicative of a sounder concep- 


employment. 


tion sf rights and privileges than are inherent 
The lat- 


ter provides uniform benefits irrespective of 


in the British unemployment scheme. 
wages paid. It is of the first importance that 
there should be some relation subject to definite 
limitations hetween the wages earned and the 
unemployment benefits received. The maximum 
amount of $20 seems ertirely sufficient for the 
purpose of a temporary hold over during a 
period of industrial distress.) 

(8) The payments of benefits from the fund 
shall 
1924. nor later than May 1, 


established hereunder begin no earlier 
than January 1, 
1924. The date on which such payments shall 
begin shall be determined by the board of 
trustees, and benefits hereunder shall be pay- 
able only for unemployment occurring sub- 
subsecuent to said date. 

Other sections of the article agreement con- 
cern the duration of the agreement, the limita- 
tions on surplus accumulations and the board 
of trustees and the advisory committee. This 
would not seem, for the time being, to require 
extended consideration except that it may be 
said that the agreement shall terminate on April 
30, 1925, unless renewed or extended prior 
to that time. Ample provision is made for the 
election of a board of trustees satisfactory to 
both sides to the agreement. ‘The most im- 
portant provision of this section concerns the 
election of Professor John R. Commons of the 
University of Wisconsin both as trustee and 
chairman for the administration of the fund. 
Professor Commons will be the only paid 
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officer of the organization with practically un- 
restricted powers. 

The election of Professor Commons must be 
most gratifying to all who have been interested 
in the development of a voluntary system of 


unemployment protection. Professor Commons 
has given many years of thoughtful considera- 
tion to the subject, and while often apparently 
an advocate of compulsory methods, he seems 
to have clearly realized the fallacy of any 
and every system of compulsion as opposed to 
voluntary effort in the field of so-called social 
insurance. To all who are concerned with 
matters of iabor welfare the experiment offers 
a wide field of interest that will well repay 
careful and sympathetic 
pointed out in a recent address at Battle Creek, 
by C. W. 


world represents human service. 


observation. As 


3arron, “the oncoming age in this 
That doesn’t 
mean charity or unpaid beneficences—it means 
human “Medicine, surgery 
and diet, prolonging human life: science, inven- 
tion, savings and sound economics will open 
up a future during this century which to-day 


mutual service. 


cannot be seen by any prophet, preacher or 
scientist.” This applies 
and every effort aiming at peace in the labor 


particularly to any 


world and no movement is more likely to be 
of value in this direction than the proposed 
elimination of needless suffering as the result 
of economic distress during periods of involun- 
tary idleness. 
Mary’s Little Man 
Mary had a little man, as husky as a mule, 
They both right 
thing for a fool. 
Mary's husky little man is “neath the sod te 


agreed insurance was the 


stay, 
And Mary's washing 


dishes at eighty cents 
—News Letter. 


a day, 








Ask for— 


“How letters 
sell life insurance’ 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effective in bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 


Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A aow 


WILLIAM S. HULL 


Direct-<Mail Sales Service 
<MADISON, CONNECTICUT 






















Inheritance Tax and Taxable Insurance 

The Federal statutes provide for the inclu- 
sion in the gross estate of certain forms of in- 
surance taken out by the decedent upon his own 
life. Two kinds of insurance are taxable: (a) 
all insurance receivable by, or for the benefit 
of, the estate; (b) all other insurance to the 
extent that it exceeds in the aggregate $40,000. 
The term “insurance” refers to life insurance 
of every description, including death benefits 
paid by fraternal beneficial societies, operating 
under the lodge system. Insurance is deemed 
to be taken out by the decedent in all cases 
where he pays the premiums, either directly 
or indirectly, whether or not he makes the ap- 
plication. On the other hand, the insurance is 
not deemed to be taken out by the decedent, 
even though the application is made by him, 
where the premiums are actually paid by the 
beneficiary, who may be either a person or a 
corpcration. Where the decedent takes out in- 
surance in favor of another person or cor- 
poration, as collateral security for a loan or 
other accommodation, and either directly or in- 
directly pays the premiums thereon, the insur- 
ance must be considered in determining whether 
there is an excess over $40,000. The amount 
of the loan outstanding at decedent’s death, with 
interest accrued thereon to that date, will be 
deductible in determining the net estate. Where 
the decedent assigns a policy, and retains no 
interest therein, and thereafter pays no part 
of the premiums, the insurance will not be con- 
sidered in determining whether there is such 
an excess. 
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liberal General Agency Con- 
tracts. Our Disability Clause is 
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Address for further informa- 
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It seems clear that, under some circumstances, 
life insurance applied for by the decedent upon 
his own life may be left to an individual bene- 
ficiary without being subject to the tax, even 
though the payments amount to more than $y0,- 
000 exemption. 

Section 402 (f) federal tax regulations, pro- 
vides that life insurance left to individual bene- 
ficiaries is taxable when the total exceeds $40,- 
000, but this phrase of limitation in this para- 
graph which makes this section apply only to 
“policies taken out by the decedent upon his 
own life” is helpful. 

The quotation of regulations 63 under the 
heading “Taxable Insurance” interprets this 
phrase and provides that “insurance is deemed 
to be taken out by the decedent in all cases 
where he pays the premiums, either directly or 
indirectly, whether or not he makes the ap- 
plication. On the other hand, the insurance 
should not be included in the gross estate, even 
though application is made by the decedent, 
where the premiums are actually paid by some 
other person or corporation and not out of 
funds belonging to. or 
decedent.” 

This seems to indicate clearly that a wife 
with an independent income from her own 
separate estate may pay the premiums on a 
nolicy applied for by her husband and, at his 
death, take the funds even above $40,000 en- 
tirely free from federal inheritance taxes. 
Here is an excellent opportunity which wealthy 
families may take advantage of. It is a per- 
fectly fair, open and above-board transaction, 
strictly in accordance with the law and in no 
sense a subterfuge or evasion. 

There can be no possible objection to the 
plan as long as the premiums are actually paid 
by the wife out of her own income. 

It is also well to bear in mind in dealing with 
prospects for large policies where the insured 
dees not pay the premiums and the insurance 
proceeds are assigned and the insured has no 


advanced by the 


interest therein, that these proceeds are also 
entirely exempt as far as the decedent’s estate 
is concerned in ascertaining the inheritance tax. 
It is evident that they must be considered if 
they are assigned to secure a loan whieh is out- 
standing at the decedent’s death, and where it 
is assigned for other purposes, such as corpora- 
tion insurance or partnership insurance, the 
estate is not therein concerned if the premiums 
have been paid by the insured during his life- 
time. 

It is extremely important to keep all matters 
of this kind well in mind, as they are of great 
value to the solicitor to know these things when 
he is talking to a prospect and not be required 
to study up on them and go back to him later 
with the information. Inheritance tax is not 
a big subject, but is one that requires study. If 
you will study on it and familiarize yourself 
with it, you will then be in a position to intelli- 
gently present your arguments. If you have 
no information on inheritance tax, there are a 
number of publications from which you can 
receive not only the full information in regard 
to the law, but obtain the methods used by the 
larger producers in presenting their arguments. 
One of the most complete services published is 
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the Diamond Life Bulletins, 420 East Fourth 
street, Cincinnati, Ohio (salesmanship section), 
lhe bulletins are kept up to date monthly and 
contain all new regulations as they come out 
end are not only beneficial for use relative to 
inheritance tax, but give most complete jp- 
formation in regard to income taxes, income in- 
surance and business insurance. The success- 
ful lifeman should have some service of this 
tind—The International Lifeman. 
Columbian National’s New Policy 
The Columbian Life Insurance Company of 
Boston, Mass., has issued a new Life Guaran- 
teed Addition Policy, premiums payable to age 
85, non-participating, containing total and per- 
manent disability benefits with annuity pay- 
The policy contains a guarantee that 
premiums will not have to be paid through 


ments. 


life, and that the policy will become fully 
paid up for its original amount in a limited 
This new plan provides, at 
ordinary life rates, insurance which later auto- 
matically becomes limited payment life insur- 
ance. In the event of the insured’s becoming 
totally and permanently disabled, the com- 
pany maintains the insurance in force by waiv- 
ing future premiums and pays him a monthly 
The policy, in addition, contains all 
the attractive features of the Columbian Na- 
tional Life’s previous series of policies. The 
contract is written clearly and briefly and 
every feature is guaranteed in every respect. 
The policy is very attractive and adaptable to 
the needs of the insured. 


number of vears. 


income. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 
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STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 
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under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company — 


66 Broadway, New York 





ORGANIZED 1850 
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LAPSATION PROBLEMS 


Gordon Thomson Says That a Knowl- 
edge of Causes Is Essential to 
Correction 





SUGGESTS FIXED STANDARD 





Vice-President of West Coast Life Points 
Out That Indifference of Policyholders 
Is at Fault and States Remedies 

Gordon Thomson, vice-president of the West 
Coast Life of @an Francisco, made an interest- 
ing speech on the problems of lapsation, at the 
gathering of the American Life convention, 
held at Des Moines, Iowa, recently. The 
speaker compared lapses to a germ disease that 
breaks out under normal circumstances only 
in spots where conditions are unhealthy, and 
becomes an epidemic when resistant features are 
at their weakest, and said that in order to com- 
bat the evil it is necessary to be well informed 
as to the cause in each individual company, and 
then act to eliminate the unhealthy spots and 
strengthen the resistant influences. 

Mr. Thomson suggested that the fixing of a 
standard based on the average of the American 
Life convention companies would enable any 
company to compare its own rate with that 
average, and this would be valuable information, 
indeed. He pointed out, however, that such 
tables, although illuminating, are valueless un- 
less investigation is also made to determine the 
causes of individual lapses. 

The speaker went on to say that a large 
majority of non-persistent policyholders show 
apparent indifference to life insurance. They 
probably need it most, but have lost the good 
intentions existent when the policy was applied 
for and the first payment made. They have 
not learned thoroughly the lesson of insurance 
protection and thrift. The following are a few 
of the remedies suggested by the speaker for 
the prevention of policy lapsation: 

Systematic effort by company and agent, par- 
ticularly during the first three years, to foster 
the unselfish instinct of protection for depend- 
ents and the thrift impulse. 

When it becomes known that any agent’s 
methods will result in non-persistent business, 
those methods should be corrected immediately 
and the business written should receive special 


attention. Efficient agency organization work 
by company to secure sufficient agents who will 
reside permanently in the territory. These 


agents should be supplied with particulars on 
cards of all policyholders residing in their 
neighborhood (if not with all, then with cards 
for policies on which less than three premiums 
paid) and educated to keep in touch with them. 

Toward the end of his remarks, Mr. 
Thomson said that, in his opinion, new features 
adopted in policy contracts, such as new dis- 
ability clauses, double indemnity, should be 
offered as a matter of service to all old policy- 
holders, subject, of course, to evidence of in- 
surability and adjustment of premium where 
underwriting rules require it. Benefits which 
are improvements in modern practice and re- 


quire no extra premium or evidence of 1n- 
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surability, such as instalment methods of settle- 


ment, should be made retroactive and all policy- 
holders fully advised. 
fo Attract Professional Women 

The Bankers Life Company has recently is- 
sued a letter to professional women which con- 
tains excellent selling points. The letter reads 
as foliows: 

Would you like to buy a Government bond 
in any denomination from $1000 to $5000, pay- 
ing tor it in ten to twenty years? 

Our contract for professional women offers 
a hetter proposition. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,250,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 

















You deposit a definite sum with our com- 
pany for a fixed period of years. At the end 
of this period we will give you all your money 
back plus dividend earnings. 

Also, and this is where it is better than the 
Government bond, should you die in the mean- 
time, we would pay the whole sum to any dear 
ones you might name. 

And still better, should you become totally 
and permanently disabled, prior to age forty- 
five, the company would make the deposits for 
you, pay you the dividends, and pay you also 
[2 per cent interest on the face of the contract. 

This contract is ideal for professional women 
because it takes care of every possible chance 
of misfortune and enables you to make a sure 
and definite provision for old age. 


Organizing Your Time 
Henry Bruere, fourth vice-president of the 
Metropolitan Life Insurance Company, has 
through the Policyholders’ Service Bureau of 
that company issued some very interesting leaf- 
lets. The following extract is taken from 
Business Leaflet, number two, entitled “Methods 

of Organizing Salesmen’s Time”: 


A SUMMARY OF PRACTICES IN SUCCESSFUL 
3USUNESS FOR THE EFFECTIVE USE OF THE 
SALESMAN’S TIME 

1. Relieving the salesman of all 
clerical work. 

2. Giving the salesman adequate informa- 
tion of past requirements of customers. 

3. Carefully routing the work of salesmen. 

4. Reducing the size of territories so that 
they can be covered economically. 

5. Training the salesman to give 
demonstrations and concise selling talks. 

6. The use of the advance notice card wher 
ever advantageous. 


possible 


quick 
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7. Endeavoring to have a customer set aside 
a definite time for the salesman. (This is now 
being done by department stores.) 

8. Making the call effective when the cus- 
tomer is out or busy by giving a demonstration, 
fixing a window display or securing credit in- 
formation. 

9. The use of the automobile for small town 
work, 

10. Always stressing the element of service. 


HOW BUFFALO DOES IT 
City-Wide Interest in Trust Estates Being 
Aroused by School Campaign 
Burrato, N. Y., November *12.—The idea 
of reaching the head of a family, the person 
presumably with the money, through the chil- 
dren, is a well founded and generally accepted 
method of approach with many salesmen. Buf- 
falo insurance men are examining the method 
with the purpose of selling more insurance and 

creating more trust estates. 

They have taken what may be considered a 
very round about but what appears to be an 
equally effective way of going about it. Un- 
der the leadership of Clinton Davidson of 
the Connecticut Mutual Life Insurance Com- 
pany, chairman of the general committee, and 
with the open, even enthusiastic co-operation 
of the Buffalo Chamber of Commerce, the 
Kiwanis Club and several Buffalo luncheon 
clubs. an essay contest on the subject: “How 
Life insurance and Trust Estates Protect Our 
Homes,” is being put on in the public high 
schools of Buffalo. 

The committee undertook 
preliminary to the contest, which is designed to 


a big program 


Thursday 


drive the trust idea home to the boys and girl; 
in the high schools and is expected inevitably 
to get into the homes of the city in that way, 

Prizes aggregating $350 will be given away 
for the best essays at the close of the contest, 
The first prize will be $50 and there will be 
thirty-seven minor prizes from $5 to $25 each, 
The contest will close at 5 o’clock in the after. 
noon of November 28. Judging will start imme. 
diately and it is hoped to be able to distribute 
the prizes prior to Christmas. 

The committee assured itself of success py 
doimg more than merely announcing the con- 
test to the high school pupils and outlining 
the terms of it. 

Its first step was to produce a motion pic. 
ture in Buffalo in which many prominent Buyj- 
falonians appeared, depicting the application of 
life insurance and trust estates to the age old 
problem of providing for one’s dependents, 

The picture was called “Everybody’s Friend” 
and showed many well-known local scenes jn 
parks of Buffalo, office buildings, stores, banks, 
city streets, homes and so on. 

This picture was used in explaining the con- 
test to the high-school pupils. It was shown 
in each of the public high schools of Buffalc 
and at the time it was shown a lecture was 
given by a prominent Buffalo insurance man 
or banker who had studied of trust estates, 

Several insurance men and bank men com- 
prise the general committee and so far as is 
known this is the first time that a contest of 
this kind has been carried out in such a 
thorough, broad manner in this country. 








been increased to 4.8%. 


service. 


the utmost in genuine service. 


address: 


T. LOUIS HANSEN, or 
Vice-President 


OF AMERICA 


Home Office 








Increased Dividends 


Our 1924 dividend scale represents the greatest | 
dividend increase in the history of the Company. | 

At the same time the rate of interest allowable on 
sums held by the Company for the credit of policy- | 
holders under Dividend and Policy settlements has 

Guardian Agents have the benefit of an unusually 
helpful program of Home Office cooperation and 
From furnishing leads on desirable prospects 
to free health examinations for policyholders—nothing 
is overlooked to give both Agents and Policyholders 


There are opportunities in our field force for men 
who can measure up to them. For 


GEO. L. HUNT, 
Supt. of Agencies 


The Guardian 
Life Insurance Company 


Established 1860 under the Laws of the State of New York " 
50 Union Square, New York 
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Life Agency Officers Meet 
(Continued from page 16) 


agencies, State Mutual Life; George H. 
Harris, superintendent of agencies, and W. S. 
Penny, inspector, Sun Life of Canada; Charles 
Hommeyer, superintendent of agencies, Union 
Central Life; A. A. Awde, superintendent of 
agencies, Union Mutual Life; Minor Morton; 
Harry T. St. John, assistant secretary, West- 
ern Life; E. M. Heath, actuary, Western 
Union Life; William Montgomery, president, 
and R. F. Waring, field secretary, Acacia 
Mutual Life; C. H. Anderson, manager of 
agencies, and D. F. Caldwell, assistant man- 
ager of agencies, American National Life; K. 
A. Luther, agency secretary, A“tna Life; Wil- 
lard King, vice-president, Agricultural Life; 
Herbert M. Woollen, president, Roy A. Hunt 
and FH. w®. Wilson, vice-presidents, A. V. 
Gustavson, field superintendent, and Morris G. 
Fuller, manager conservation department, 
American Central Life; F. W. Engel, agency 


manager, American National Life; W. H. 
Dallas, superintendent of agencies, Atlantic 
Life; W. T. Grant, president, and A. W. 


Hogue, general field superintendent, Business 
Mens Assurance; A. Gordon Ramsey and A. N. 
Mitchell, assistant general superintendents, 
Canada Life; J. G. Segmernd, vice-president, C. 
B. Svoboda, secretary, M. T. Hedin, general 
manager, Cedar Rapids Life; T. C. Denny, 
secretary, Central Life, Iowa; W. F. Weese, 
vice-president and agency: director, and John 
D. Scott, agency manager, Central Life, Illi- 
nois; C. W. Brandon, president, and Lewis 
Stout, counsel, Columbus Mutual Life; J. 
Tower Boyd, general manager of agencies, and 
Charles D. Devlin, assistant superintendent, 
Confederation Life: George E. Risely, super- 
intendent of agencies, and G. C. Capen, assist- 
ant, Connecticut General Life; Philip Burnett, 
president, James A. Fulton, agency manager, 
Continental Life, Delaware; M. E. O’Brien, 
president, Detroit Life; Homer Guck, assistant 
to president, Provident Life; C. E. Robertson, 
superintendent of agencies, Dominion Life; 
William E. Taylor, agency vice-president, and 
Albert G. Borden, inspector of agencies, 
Equitable Life; H. R. S. Stephenson, general 
manager, Crown Life: B. F. Hauley, second 
vice-president and secretary, and E. M. Ray, 
assistant superintendent of agencies, Equitable 
Life of Iowa; Frank B. Jacobshagen, secre- 
tary, Farmers and Bankers Life; T. L. Morgan, 
field superintendent, and O. A. Hughes, agency 
director, Farmers National Life; George Bar- 
more, superintendent of agents, Federal Life; 
Frank H. Sykes, manager of agencies, Fidelity 
Mutual Life; A. I. Hunter, vice-president, and 
S. B. E. Seese, secretary, Great Northern Life, 
North Dakota; H. G. Royer, president, and 
John A. Sullivan, vice-president, Great North- 
ern Life, Wisconsin; E. O. Brock, assistant 
secretary, and C. H. Carpenter, superintendent 
Eastern Division, Great West Life; T. Louis 
Hansen, vice-president, and George L. Hunt, 
Superintendent of agencies, Guardian Life; 
George H. Hunt, superintendent of agencies, 
Imperial Life; J. O. Laughman, president, and 
Charles Wright, manager of agencies, Inter- 


national Life and Trust; W. G. Wischmeyer, 
assistant superintendent, John Hancock Life; 
C. P, Carroll, vice-president, J. F. Barr, super- 
intendent of agents, Kansas City Life; C. A. 
Candler, supervisor, and W. R. Smith, super- 
intendent of agencies, Lafayette Life; Frank 
E. Hail, superintendent ordinary agencies, Life 
Insurance Company of Virginia; W. T. Shep- 
pard. vice-president, and V. J. Harrold, assist- 
ant superintendent of agencies, Lincoln Na- 
tional Life; H. B. Hill, president, and N. H. 
\Valt, second vice-president and agency director, 
Mutual Life of Illinois; J. G. Stephenson, 
superintendent of agencies, London Life; A. 
Mackenzie, manager of agencies, and L. A. 
Spalding, agency superintendent, Manufacturers 
Life; H. J. Miller, vice-president, and F. L. 
Moran, and J. A. Smithers, superintendents 
of agencies, Metropolitan Life; J. A. Hawkins, 
manager of agencies, Midland Mutual Life; 
Oliver Thurman, superintendent of agencies, 
and Jay Ream, assistant superintendent of 
agencies, Mutual Benefit Life; W. G. Somer- 
ville, assistant manager, and George K. 
Sargeant, superintendent of agencies, Mutual 
Life of Canada; W. J. Wandrey, agency secre- 
tary, National Guardian Life; Edward D. 
Field, second vice-president, National Life of 
Vermont; Glover S. Hastings, superintendent 
oi agencies, New England Life; L. Seton Lind- 
sav, superintendent of agencies, and C. H. 
Langmuir, assistant superintendent of agencies, 
New York Life; H. E. Sharrer, president, and 
P. A. Parkins, secretary, Northern States Life; 
W. R. Wilson, vice-president, Northwestern 
National Life: E. B. Stephenson, assistant 
manager of agencies, National Life and Acci- 
dent; R. F. Fry, president, Old Line Life; C. 
D. Corey, superintendent, and J. E. Woodward, 
secretary, Pan American Life; H. E. Randall, 
and C. E. Veith, Pennsylvania Mutual; G. W. 
Munsick, vice-president, and J. H. Burkett, 
assistant secretary, Prudential; Emmett C. 
May, president, W. FE. May, vice-president, and 
F. J. Bohl, publicity manager, Peoria Life; 
R. M. Malpas, president, Reinsurance Life; 
Winslow Russell, vice-president, A. M. Col- 
lins, vice-president, C. A. Secoy, assistant 
agency manager, and G. V. Cope, research 
burea:, Phoenix Mutual Life; T. M. Black- 
burn, American Life Convention; F. C. Morse, 
manager of agencies, Provident Life; Guilford 
A. Deitch, counsel, Reserve Loan Life; Francis 
I.. Brown, vice-president and secretary, Rock- 
ford Life: Keith Reynolds, home office mem- 
ber, and Sidney A. Foster, first vice-president 
and secretary, Royal Union Mutual; C. H. 
Jackson, superintendent of agencies, and F. L. 
Mable, assistant superintendent of agencies, 
Security Mutual Life. 


Aetna Appoints S. T. Whatley 
Curcaco, Itt., November 12.—An announce- 
ment has been made to the effect that the A‘tna 
Life has appointed S. T. Whatley as manager 
here, as of November 1. Mr. Whatley joined 
the Aetna last summer as associate manager, 
with N. E. Degen in Pittsburgh, going to the 
Etna from the Reliance, for which he had 

heen supervisor of the home office agency. 
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ANNOUNCES COMMITTEES 


President J. B. Reynolds Makes A. 
L. C. Apointments 





H. J. SAUNDERS HEADS TAX 





H. L. Seay to Study Lapses—Total Dis- 
ability Work to Be Continued by 
Dr. Henry Wireman Cook 

President J. B. Reynolds of the American 
Life Convention has announced the appointment 
of the special and standing committees of that 
organization. Special interest attaches to the 
continuation of Dr. Henry Wireman Cook, 
medical director of the Northwestern Nationa! 
Life of Minneapolis, as chairman of the com- 
mittee on permanent disability, and the appoint- 
ment of Harry L. Seay, president of the South- 
land Life, as chairman of the committee on 
lapses. 

The appointments follow: 


STANDING COMMITTEES—BLANKS 
George Graham, chairman, Central States Life, St. 
Louis, Mo.; Franklin B. Mead, Lincoln National Life, 
Ft. Wayne, Ind.; T. W. Blackburn, secretary and 
counsel, American Life Convention. 


MEMBERSHIP 
E. O. Burget, chairman, Peoples Life, Frankfort, 
Ind.; M. L. Blackburn, Bankers Life, Lincoln, Neb.; 
Louis H. Koch, National American Life, Burlington, 
Ta.; R. M. Malpas, Reinsurance Life, Des Moines, 
Ia.; Dr. S. DeZell Hawley, Atlas Life, Tulsa, Okla. 


DEPARTMENTAL SUPERVISION 
E. W. Randall, chairman. Minnesota Mutual Life, 
St. Paul, Minn.; H. W. Johnson, Central Life, Ottawa, 
Ill.; Charles G, Taylor, Jr., Atlantic Life, Richmond, 
Va.; John M. Laird, Connecticut General Life, Hart- 
ford, Conn.; R. L. Robison, Bankers Reserve Life, 
Omaha, Neb. 


SPECIAL COMMITTEES 
TAXATION 


Saunders, chairman, Western States Life, 
San Francisco, Cal.; A. L. Key, Volunteer State 
Life, Chattanooga, Tenn.; M. F. O’Brien, Detroit 
Life, Detroit, Mich.; Burton P. Sears, National Life, 
U. S. A., Chicago, Ill.; N. Z. Snell, Midwest Life, 
Lincoln, Neb. 


H.. Ff. 


UNDER-AVERAGE LIVES 

Charles H. Beckett, chairman, State Life, Indian- 
apolis, Ind.; Dr. Henry Wireman Cook, Northwest- 
ern National Life, Minneapolis, Minn.; T. A. Phillips, 
Minnesota Mutual Life, St. Paul, Minn.; J. Chas. 
Seitz, Security Life of America, Chicago, Ill.; W. R. 
Halliday, Southern States Life, Atlanta, Ga.; T. W. 
Appleby, Ohio National Life, Cincinnati, Ohio; John 
E. Higdon, Business Mens Assurance, Kansas 
City, Mo. 


TOTAL DISABILITY 

Dr. Henry Wireman Cook, chairman, Northwestern 
National Life, Minneapolis, Minn.; George Graham, 
Central States Life, St. Louis, Mo.; L. D. Cavanaugh, 
Federal Life, Chicago, Ill.; W. S. Ayres, Bankers 
Life Company, Des Moines, Ia.; Dr. H. A. Baker, 
Kansas City Life, Kansas City, Mo.; H. M. Woollen, 
American Central Life, Indianapoplis, Ind.; I. Smith 
Hfom2ns, Commonwealth Life, Louisville, Ky. 


LAPSES 
Harry L. Seay, chaiman, Southland Life, Dallas, 
Tex.; O. J. Arnold, Illinois Life, Chicago, Ill.; E. E. 
Rhodes, Mutual Benefit Life, Newark, N. J.; Frank 
P. Manley, Indianapolis Life, Indianapolis, Ind.; G. 
S. Nollen, Bankers Life Company, Des Moines, Ia. 
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POSTMASTER GENERAL HARRY S. NEW 
IN DEDICATING THE NEW HOME OF 
THE LINCOLN NATIONAL LIFE SAID— 


3 NE Le ; So er Sy GRO yr} 

“| doubt if any other single agency has contributed 
more in its way to the development of the commercial 
and industrial progress of the United States than have 
life insurance companies during the last half century.”’ 


The utterance was most fitting as a part of the dedi- 
cation ceremonies of the new Home Office Building of 
The Lincoln National Life Insurance Company on No-= 
vember 7th. All the energies of the Lincoln National 
Life have been dedicated to the most thorough life 
insurance service and its new Home is arranged so as to 
give the most effective alignment of all activities. 


The fullest measure of co-operation awaits those who 
(nk UP (with THE) LINCOLN) 


The Lincoln National Life 


Insurance Co. 





* Its Name Indicates Its Character’ 


Lincoln Life Building, FORT WAYNE, IND. 





Now More Than $285,000,000 in Force 








THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 

Cloth Binding, 200 pages 


Price, postpaid, $4 


THE SPECTATOR COMPANY 


Selling Agents 
CHICAGO NEW YORK 
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CHICAGO 


ACCIDENT INSURANCE MANUAL 


VEST POCKET SIZE 


Presents at once in a comprehensive and compact manner 
synopses of all policy forms and premium rates of the leading 
accident and health Companies. Every accident and health 
insurance agent should have this book. Entirely new in size, 
shape and arrangement of contents. 


PRICE $4.50 PER COPY 


Liberal discounts on quantity orders. 
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1923 COMPENDIUM OF LIFE REPORTS 
ISSUED 


Book Gives Essential Facts of Life Com- 
pany Statements in Compact Space 
The 1923 (35th annual) edition of the Com- 

pendium of Official Life Insurance Reports 
has been issued by The Spectator Company. 

This publication brings together in one volume 

all the essential facts from the statements of 

286 legal reserve life insurance companies 

now doing business in the United States, so 

that by examining but two pages of the book, 
or three in the case of the companies transact- 
ing industrial or group insurance, the complete 
figures, with increases, are instantly available. 

The tables show the business and _ financial 

standing of all United States life insurance 

companies for the year ending January I, 1923, 

and, in addition, there are also given the in- 

creases in 1922 over 1921 for the most im- 

portant items, and a number of miscellaneous 

items which enter into the computation of the 
percentages. 

A special table is presented showing over 
5000 ratios based on the data pertaining to 
the respective companies. This table shows 
the companies arranged alphabetically, and 
affords an instantaneous method of comparison 
of different items. Another table shows the 
industrial business of the companies writing 
that class, together with the total business 
written and in force, both ordinary and indus- 
trial. Still another gives a summary of the 
group insurance transacted by the companies, 
as well as the total of group, ordinary and 
industrial. 

A feature in the 1923 edition is the table 
classifying the mortgage loans, and bonds and 
stocks held by the various companies. 

This work is a complete compendium of the 
various State insurance department reports on 
old-line life insurance companies. It is com- 
piled and published annually prior to the is- 
suance of a majority of the insurance depart- 
ment reports, and it contains numerous details 
given in the official statements of 286 regular 
life insurance companies, as reported by the 
insurance companies. It was designed and is 
printed and bound for pocket use, so as to 
enable a life insurance agent to easily carry 
the equivalent of many official State reports 
upon the condition of the companies, in his 
pocket, for use as occasion requires. 

Among the data given in the compendium is 
a list of companies, with full official titles, 
locations, names of president and _ secretary, 
date ef incorporation, etc., detailed statements 
of 286 United States life insurance companies, 
showing the various items of their income, dis- 
bursements, assets, liabilities, new 
terminations, insurance in force and miscellane- 
ous items; industrial business written and in 
force; group insurance written and in force; 
aggregates for the year 1922; aggregates for 
ten years; 


business, 


increase in aggregates for ten years; 
table of ratios containing thirty-one columns 
of ratios for all companies over one year old; 
business of 1922, showing principal items of 
statements, with companies arranged by States; 
Premium receipts and benefits to policyholders 
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since organization; results from organization, 
being aggregates of the principal items of the 
annual statements from organization to Jan- 
uary 3, 1923; foreign companies operating in 
the United States; table of rank in principal 
items; classification of bonds and stocks ; classi- 
fication of mortgage loans. This valuable com- 
pendium of condensed information contains 
227 pages, is substantially bound in flexible 
cover and sells at $5 per copy. 


RETURNS TO SOUTHERN STATES 


C. J. Hill Becomes Assistant Secretary of 
Atlanta Company 


* 


Clarence J. Hill, formerly manager of the 
policy department of the Southern States Life 
Insurance Company, and until recently office 
manager of a large industrial concern in the 
South, has returned to the life insurance busi- 
ness and has already taken up his duties as 
assistant secretary and office manager of the 
Southern States. 

Mr. Hill started in life as office boy for 
W. L. Moore, president of the company, when 
the latter was in the drygoods business. He 
was connected with the Southern States when 
it started in business and is intimately connected 
with its affairs. 


United States Life Appoints Paul C. Boyd 
Assistant Agency Supervisor 

The United States Life of New York has 
appointed Paul C. Boyd as assistant super- 
visor of agencies. -Mr. Boyd’s work will be 
principally in the Eastern field, agency inter- 
ests in other sections of the country being 
under the direction of E. W. Christy, super- 
visor of agencies, whose home is in Cleveland. 

Mr. Boyd’s previous experience in agency 
work makes him especially well fitted for his 











Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















new position, and points to a successful career 
in his association with the United States Life, 
since the increasing activity and liberalized 
policy contract of this old company offer ex- 
cellent opportunities for aggressive agency cam- 
paigns. 

Mr. Boyd was graduated from Columbia 
University in 1920 with an A. M. in Economics 
Shortly thereafter he entered the employ of 
the Actna Life Insurance Company as a special 
agent featuring their group insurance contracts. 
Recently he has been manager of the life and 
accident department of W. H. Markham & 
Co., one of the large brokerage insurance firms 
in St. Louis. 

One of Mr. Boyd’s special functions in his 
new work with the United States Life will be 
the training of field men in the Eastern agen- 
cies. 





HERE’S YOUR 


We’ve just entered MAINE 


We want good live wires to act as 
Agents. 


agency, and make money 


We have some good 
territory open in 


Write or wire us in 
confidence 


Insurance in Force 





Liberal Direct Home Office contracts that enable you to build up a real 


THE BANKERS RESERVE LIFE COMPANY 
Omaha—Nebr. 


Assets - - - - 
R. L. ROBISON, President. 


OPPORTUNITY 


DELAWARE : 
VERMONT 


Managers—General Agents—Special 


Michigan 

Maryland 

West Virginia 

No. & So. Carolina 
Pennsylvania 

Ohio 

Indiana 

Kentucky 

Georgia 

Florida 





$85,000,000 
$14,000,060 
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COMBINATION 
ONTRACTS 


sa, IN 1” 
LIFE 
HEALTH 
ACCIDENT 


QNE OLICY 
NE * REMIUM 
—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 
Loss of Hands, Feet, 


Admitted Assets, Jan. 1,*1923 
RN $3,616,216.00 


INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 











Eyes 
Permanent Disability 


HOME OFFICE, SEATTLE, U.S.A. | oti — - 
Reliable Representatives Wanted Sic enc sage ee 





D. B. MORGAN 
President 











1857 1923 


Ghe Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 


- 








WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 


An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 


Agents wanted in Indiana and Ohio. 











JOHN W. DRAGOO, Secretary 

















> FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 





Charter Perpetual % 
OS Se eee esperar ur Sey cor $1,000 000 
NID ca Ss Wain carb eseos athe eon le 19 RS OS « 17,334,014 
Keserve and other Liabilities........... 12,744,105 
(OS Seer Sorrice 4,589,909 
Surplus to Policy Holders. ...........++ 5,589,909 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 





BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 
Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 


giving references. 
Industrial and Ordinary Life Insurance policies issued upon all attractive 


forms of policies. 














Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 


references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 





A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that makeit worth- 
while to the salesman are the reasons for 
the increase. 


Specimen Rate 


Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 
gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines lowa 


























FIVE NEW LIFE INSURANCE LEAFLETS 


DOES A YOUNG MAN NEED LIFE INSURANCE? 

This convincing leaflet makes plain the fact that to carry life insurance is 
not only a young man’s moral duty but is a declaration of his principles of 
thrift and foresight such as is today demanded by employers and by the 
business world in general. ‘ 

eeree | 


GETTING THE MOST OUT OF LIFE 

The leaflet “Getting the Most Out of Life’”’ preaches the folly of squander- 
ing money and the necessity of providing for self and family. It is a direct, 
concise appeal for the purchase of life insurance as a safeguard to success and 
a shield against poverty in later life. 


DON’T THROW AWAY THE LIFEBOAT 
_ This leaflet forcefully impresses upon the insured the value of the protec- 
tion he now has and argues against parting with it for any cause. It is the 
fourth leaflet jwrittenf{by Mr. Nash to prevent lapsation, the others being; 
At the End of the Road, Why We Don’t Live Forever, and Giving Yourself 
a Chance. 

The three leaflets above mentioned are by William T. Nash, the eminent 
and authoritative writer of many business-producing leaflets on life insurance. 


TO WIVES AND MOTHERS 

The important influence wielded by the women of the nation should not 
be overlooked. ‘This leaflet graphically depicts, for their instruction, the 
danger of permitting their husbands to go uninsured and teaches the lessons 
of life insurance in unmistakable language. 


WHAT ARE YOU TRYING TO DO AND HOW DO YOU 
EXPECT TO DO IT? 


’ Educational advantages are something to which every child has a right. 
Parenthood imposes an obligation to care for the mental as well as the phys- 
ical welfare of an offspring, and this praiseworthy leaflet shows how life 
insvrance may be utilized to provide children with a proper education. 

These two leaflets by the well-known author Minor Morton embody the 
results of his practical experience in the life insurance field and carry_con- 
viction. 

All these leaflets are handsomely produced and are of convenient siz* for 
enclosure in the ordinary mailing envelope. Descriptive circulars giving 
prices, etc., and sample copies furnished on request. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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UNITED L. & A. BULLETIN 





Stockholders Are Informed of Changes 
in North Atlantic Securities 
Corporation 
DETROIT LIFE INTERESTS NOW 
DOMINANT 





Northeastern Life Desires to Relinquish Its 
Charter Rights 

A bulletin issued by the United Life and 
Accident Insurance Company of Concord, 
N. H., for the information of its stockholders, 
states that all but three of the original officers 
and directors of the North Atlantic Securities 
Corporation have been replaced by others, and 
six of the present directors are officers and 
directors of the Detroit Lite Insurance Com- 
pany, “which by this means now controls the 
board.” 

It is also stated that the Northeastern Life 
(controlled by the North Atlantic Securities 
Corporation, S. W. Jameson being president of 
both), has, in a letter to the Insurance Com- 
missioner of New Hampshire, certified that it 
“has no policies of insurance outstanding and 
it hereby relinquishes its auchority and right 
to do any future business under its charter 
rights.” The bulletin further states that the 
Northeastern Life seeks to obtain from the 
Commissioner the securities deposited to qual- 
ify it to engage in business, and that the Com- 
missioner has refused to accede to its request 
without the usual court proceedings. 

Stockholders of the United are advised that 
their voting trust plan is progressing rapidly; 
that the examination of the company by four 
States is expected to be finished in November, 
and that the company’s business is prosperous, 
the new writings in October having exceeded 
$1,000,000, and the gain in surplus in the first 
nine months of this year having been over 
$48,000. 

Later.—At the instance of twenty-nine stock- 
holders of the United Life and Accident who 


exchanged their stock for that of North At- 
lantic Securities Corporation, the latter has 
been enjoined from selling, transferring or 
pledging such stock of the United, and the 
United has been enjoined from making any 
transfer of their stock on its books at the 
request of the North Atlantic. One stock- 
holder asked also for an order that the North 
Atlantic return his United stock. This ques- 
tion, and that of the permanency of the in- 
junctions, will be heard at the April term of 
the Superior Court. 





Death of George B. Stadden 

George B. Stadden, president of the Frank- 
lin Life Insurance Company, Springfield, IIL, 
died on Sunday last, at his home in Springfield 
at the age of sixty-two. Mr. Stadden was 
born in Springfield, August 22, 1861, and .was 
educated in the Springfield public schools, 
later taking a course in a local business college 
and then studying at the St. Louis University. 
Mr. Stadden’s insurance experience began as 
an agent of the Franklin Life Association over 
three decades ago. He then went with the 
Fidelity Mutual Life successively as general 
agent, supervisor and superintendent of its 
Western department. He subsequently joined 
the staff of the Franklin Life Insurance Com- 
pany, first as associate manager of agencies, 
then becoming vice-president, and later presi- 
dent of the company. 

Under his able administration the Frank- 
lin Life has made steady progress, and at the 
end cf 1922 had over $135,000,000 of risks in 
force, assets of over $14,600,000, and a policy- 
holders’ surplus of nearly $1,200,000. The 
company now operates in seventeen States. 





Insurance Commissioners to Meet 
The National Convention of Insurance Com- 
missioners will hold an adjourned meeting at 
the Hotel Astor, New York, on Tuesday, 
Decemher 4. the sessions probably extending 
through Wednesday and Thursday. The laws 
and legislation committee will meet December 


3, as will also the fire insurance committee. 


J. A. McCAMUS NEW SECRETARY 
Canadian Life Underwriters Appoint 
Successor to J. H. Castle-Graham 
J. A. McCamus has been selected by the 
executive council of the Canadian Life Un- 
derwriters Association of Canada to become 
executive secretary of the association to suc- 
ceed J. H. Castle-Graham. Mr. McCamus 
entered upon his duties November 1 and will 
work for one month with Mr. Graham, whose 

resignation became effective November 1. 

W. L. Dunstall was appointed assistant sec- 
retary at the same time and J. B. Hall of 
Toronto was elected treasurer to succeed W. FH. 
Manning, who was obliged to resign because 
of business changes. 

The new secretary, Mr. McCamus, is a 
graduate of the University of Toronto, sub- 
sequently becoming an actuary. He later en- 
listed and became a major of artillery. 


Opportunities in Several States 

The Bankers Reserve Life Company of 
Omaha, Neb., has just entered Maine, Ver- 
mont and Delaware, and has openings in those 
States for managers and general and special 
The company also has good territory 
open in other States, including Florida, 
Georgia, Indiana, Kentucky, Maryland, Mich- 
igan, North Carolina, Ohio, Pennsylvania, 
South Carolina and West Virginia. R. L. Robi- 
son is president of this progressive company, 
which now has assets of $14,000,000, and in- 
surance in force of $85,000,000. 


agents. 


Promoted to Assistant Actuary 

Rickmonp, Va., November 12.—Charles A. 
Taylor, for more than three years connected 
with the actuarial department of the Life In- 
surance Company of Virginia, and until re- 
cently chief clerk in that department, has been 
made assistant actuary of the company. 

Reginald Reith, chief clerk of the company’s 
claim department, has been elevated to the 
position of assistant manager of the claim de- 
partment. 








work, 





as Managers and Assistant Managers of agencies in 
ly Premium Payment; Commercial; and Group Departme A 
ing up in New York and the New England States. Positions guaranteed those doing satisfactory 


WANTED 


1) who have had previous successful business experience, preferably along some insurance 
F line, to attend, at our expense (free tuition, board and room), our Accident and Health 


Insurance School to be conducted in Newark, N. J., for three weeks, commencing December 3d. 





Both theoretical and practical instruction will be given. Courses are designed to train men 
our Weekly Life, Accident and Health; Month- 


artments, for the new fields that we are open- 


For Particulars address 


W. A. GRANVILLE, Educational Director 
United States National Life and Casualty Company 
29 South LaSalle Street, Chicago, Ill. 
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WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. 
lf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 








| 








HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922..............-ee008 $7,369,835 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc.............ceeeee. 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment...............eee00. 2,110,922 
($722,352 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 52.87% of the amount expected. 
SRMRRMMNEMSE SEN CRSREIE 6.5 <6 5 6 6:56:54; 6 01 06:0°4:0-6. 9-0 a iuibicrereie dO ererale @ieieiate $232,163,052 
PNA REERIOEE (ORM 55a. oe: a) xia ia a) Cre: 8-big dele Sal celal prota a ase asIR ES 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 











INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS. 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It isan exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 


‘A World of Strength” 











Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Six Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 
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SERVICE TO POLICYHOLDERS 


The keynote of success of the Great-West Life is service to policyholders, 
— of profits paid on policies is unequalled. Its rates are among 
ec lowest. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE WINNIPEG 

















EXCELLENT OPPORTUNITY 


dolicies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President 


tor Reliable, Energetic men to represent us in the states of 
(Iinois and Missouri with direct Home Office contracts. Liberal 


DENVER, COLORADO 








| OF THE MACCABEES ° 
| ORGANIZED OCTOBER 1, 1892 


A “‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 251,000 

The Reserve Fund is over $17,000,000 

Its Business Standing is of the Best 

Gives Safe Protection toWomen and the Children of its Members 

Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 

Its Reviews are Social and Welfare Centers 

Write for information to 

MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. 


THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society for Women in the World 


Supreme Record Keeper, Port Huron, Mich. 








GRAND RAPIDS LABEL CO. 


SHOWING ELABORATE DISPLAY 








KANSAS CITY, MISSOURI 
THE COMPANY. 


| 


and conspicuous success. 
THE TERRITORY. 


in the country to-day. 





MIDLAND LIFE INSURANCE COMPANY 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 
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Casualty, Surety, Etc. 
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WESTERN UNION LIFE 


nia, 











BS HOME OFFICE—SPOKANE, WASHINGTON 


' Licensed in Connecticut, Califor- 


Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Utah, Washington and Wyoming. 


Colorado, Indiana, Illinois, 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mer. 








Big Dividend on Kansas Casualty 

TopeEKA, KAN., November 12.—The_ stock- 
holders of the Kansas Casualty Company of 
Wichita are to receive more in actual cash than 
the par value of their stock at the time the 
company went into the hands of a receiver. 
The district court of Sedgwick county has 
ordered the payment of a first dividend of 
$300,000 to the steckholders. This is $1 a share 
more than the par value of the stock, and 
there is more coming to the stockholders. 

Walter Hiebsch, receiver for the company, 
in his report to the court asking for authority 
to declare the dividend, said that the company 
had assets aggregating $520,000, every dollar 
ef which could be collected, and the total claims 
cutstanding at the present time amounted to 
$161,601.92. Some of these claims may be 
When the 
company went into the hands of a receiver it 
liad liabilities of more than $1,000,000. 


reduced materially before payment. 


To Give Course in Casualty Insurance 
Cuicaco, Itt., November 12.—The Insurance 


Club of 


courses dealing with casualty insurance. The 


Chicago has just commenced two 


first-year course started last Thursday in the 
auditorium of the Insurance Exchange and the 
second-year course opened Friday night. Some 
of the leading casualty insurance men in this 
city have heen secured to conduct the series of 
lectures, which are essentially comprehensive 
ii character and are arousing connsiderable 
enthusiasm with the insurance fraternity. 


Joins Federal Life Force 

Cuicaco, Itt., November 1o—Arthur W. 
Pettit, former Deputy Insurance Commissioner 
of Oklahoma, has joined the home office organ- 
ization of the Federal Life of Chicago. Owing 
to rapid growth in the accident and health divi- 
sion it has been found necessary to appoint an- 
other competent man in the claim division. Mr. 
Pettit has developed into a successful claim ad- 
juster, 


Delays Paying Losses 

Topeka, KaANn., November 12.—The Amer- 
ican Bankers Indemnity Alliance, a reciprocal 
organization of Kansas City, Mo., has been 
directed to appear before the Kansas Insurance 
Department and show cause why it has not paid 
the $:90,000 to the receiver of the American 
State Bank at Wichita. The bank failed in 
June and the Alliance carried the policies for 
all of the officers. A large part of the loss 
was reinsured. ; 

Tiie Alliance has deciared that it was not 
notified of the loss at the proper time and that 
furnished with the proper 
proofs to show that it was liable for the full 


it has not been 
amount of the policy. The hearing has been 
set for Wednesday. 


Joins Harry F. Fromme & Company 


Harvey C. Wheat, formerly special agent in 


Florida for the American Surety Company, is 
now sonnected with the general agency of 
Harry F. Fromme & Company, Jacksonville, 
Ila., representing the Southern Surety Com- 
pany for the State of Florida. 

Harry F. Fromme & Company have just 
concluded their first twelve months of represen- 
tation of the Southern Surety, and during that 
period they report a twelve months’ premium 
income of $225,000, which ranks the Southern 
as one of the leaders in casualty and surety 
business in its territory. 

Virginia Company Changes Name 

The charter of the Virginia Casualty Com- 
pany of Richmond, Va., has been amended so 
that its name is changed to the Virginia Life 
and Casualty Company, Incorporated. The 
company writes both lines, hence it was thought 
appropriate that its name should indicate the 
fact. 

The Federal Surety Company of Davenport, Ia., 
has sent out a letter to all its agents calling attention 
to a recent warning of W. R. Baker, Kansas Superin- 
tendent of Insurance, against rebating surety pre- 


miums. 


31 


The Insurance Year Books, 1923 


Among the commendations received upon the 
three volumes of “The Insurance Year Book 
for 1923” 

Commissioner of Insurance Howard P. Dun- 
“The volumes 
contain a wonderful amount of valuable in- 
formation and we are very glad to add them 
to our department library. I appreciate fully 
the great amount of labor and expense repre- 


are those given below: 


ham of Connecticut says: 


sented in their publicaticn.” 

Mrs. M. A. Fairchild, assistant chief of the 
Bureau of Insurance of Nebraska, says that 
“these volumes are very valuable to insurance 
departments and also to insurance companies.” 

Samuel W. McCulloch, Insurance Commis- 
sioner of Pennsylvania, states that “since the 
department has not been publishing reports for 
several years, we find these reports of yours 


to be of great assistance in our work.” 


Reciprocal Withdraws from Virginia 

RicHMonp, Va., November 12.—The Illinois 
Automobile Insurance Exchange, a reciprocal 
of Bloomington, Ill., had made application to 
the Virginia Insurance Department for with- 
drawal of the statutory deposit fo $10,000. 
The department announces that it will permit 
the withdrawal of the deposit provided it can 
be shown that all claims in Virginia have been 
fully satisfied. The Exchange stopped writ- 
ing in Virginia several months ago. 


Surety Underwriters Hold Annual 
Dinner 

Cuicaco, Itu:, November 14——The annual 
meeting and dinner of the Surety Underwriters 
Chicago was held last night 
at Kuntz-Remmler’s Restaurant, 424 South 
Wabash avenue. The meeting was well at- 
tended and the entertainment committee is 


Association ot 


to be complimented upon a very enjoyable 


programme. 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $8 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 








AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 





Company’s Home 
Office Building 
































Wow, Ready: 


Kentucky Field Annual 


and Insurance Directory 
1923 Edition 


In its new form, the Kentucky Field Annual and 
Insurance Directory (1923), has just made its ap- 
pearance. Not only does it encompass the usual data 
of companies and agents, by cities, but it sets forth 
in plain language, explanations of the principles of 
insurance, the proper methods of figuring the profits 
in the business and other data helpful in classifying 
as to solvency the several types of carries !1 accord 
with the state law. 

In addition to the special features these Field Annuals 
give all the data contained in the usual state directory 
—and more. 








THE INSURANCE FIELD CO., Inc. 
P. ©. Box 617, Louisville, Ky. 

Send me a copy of the 1923 Kentucky Field 
Annual and Insurance Directory. Enclosed check 
for $5.00 to cover cost. 


(TESS yer ENS Can See Neate ag en Pe ane ele ae fee ee a 





PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


ERO rer $11,171,260.67 
New Insurance Paid for 1922...... 21,305,237.00 
Paid for Insurance in Force Decem= 

a rrr err es 90,759,578.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice=President and 
General Manager, New Orleans, U. S. A. 


























INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 





GROG gine ora tere cio iste Sea re ievie Laltlereie mereLeeE ne $ 32,633,933 .05 
MUSE POLAR GUIS oi. ciare:o: eters ersiwiaver sare stele crserotserec preter 28,512,821 .50 
Canital Bhd SUTDIEG 3.5.66 5,0:0101e stsisiererer sieve eieje-3i 4,121,111 .55 
DEnaitg tiie (i). ir, he oe ee nee 230,322,163 .00 
Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 

RRCAEAGHE Sarah sve caioss) adios eioral re atloVouer ikeieveretarsra ei tire $30,051,860 .92 


JOHN G. WALKER, President. 
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Ly, 
. SES AND MEMBERSHIP IN ASSESSMENT SOCIETIES 
(Copyright, 1923, by The Spectator Company, New York) 
Lee | fee * a ~~) Ratio or DeaTH 
g Ls | Pouicy Account. | 7 MumBERSHIP |  DeatHs OccurRRING. Losses PER 1000. 
NAME AND LOCATION OF COMPANY | 52 1912 | 1917 | 1922 | | | fa 
c-I--| | | | | } 
| yo. | i ~ ant rs 1 ace ar eee a —_—|—_—_—. , Rap KOPP 
—_ q | Written | Lapsed | Written | Lapsed | Written Lapsed | 1912 | 1917 1922 1912 | 1917 , 1922 | 1912 1917 | 1922 
acer et |) | | |  —s ——_—_ | eres 
Free Sons of Israel, New York Cityf........ | 1849 | 25 7 Br ne = ii | | 
Bobemian Slavonian Ben. Soc'y, Clevelandy.| 1854 | 702 336 = = 8745, 7,179 6,045, «= 309) 304)... 35.93, 42.34)...... 
Tel. and Telg. Life Assn., N. Y.C.fd........ | 1867 | 375 179 156 475 5,554 24,148) 22,807 66 452 400| 11.90, 18.72, 17.54 
Order of Railway Conductors, Cedar Rapidst.| 1868 | 4,481! 3,155 9.968 ke 5,457 4,839 3,945 62 96 94| 11.36] 19.83) 23.82 
Expressmen’s Mut. Benefit Assn., N. Y. C.*.| 1869 | ‘538 138 “303 iat 44,052) 45,410 54,884 564 599 742| 12.80) 13.19) 13.52 
Masonic Life Association, Buffalof......... | 1872 1,639 1.088 1.636 pr 3,847 4,163 23,626 50 47 105| 12.99) 11.22) 4.44 
Artisans Order of Mut. Protection, Phila.t..| 1873 | 1,655 "989 a4 1,249 13,024, 14,819 «18,825 201 240 989| 15.43) 16.19, 15.35 
Bolhd. of Loco. Firemen & Eng’m’n., Clevet) 1873 15,379 . oo = 14,319 —-15,881| 23,000,124) 179) 202) 8.66) 7.80) 8.78 
Shield of Honor, Baltimore. ....-.2-++.++++ { igy5 ‘398 — = 10,516 83,157 99,734, 102,856 568 698 577| 6.83| 7.07| 5.61 : 
ees | | sa = 118: 8,854 4,302 3,373 182! 162 103} 20.55) 37.65) 30.53 
jolden Cross of the World, Knoxville, Tenn. | 1876 ! 1,828 143 nog Be nage pee 
Knights of Pythias, Indianapolist.......... 1877 10,123 ot Meee lees 17,268 15,915 325 373 356, 13.02 23.43) 24.78 
Royal Arcanum, Boston?.........--.+++++ | 1977 16,189 1113 pe ae 21899 70,635 72,561 987 1,121 1,193) 13.97) 15.47); 13.95 
ce Catholic Knights of America, St. Louist.....| 1877 1,404 319 a 250,314 145,568 3,650, 3,431/ 2,419, 14.58, 23.56, 19.08 
Knights Templars & Masonic Mut. Aid, Cin.t| 1878 "295 449 573 = 18,744 18,546 P77 | eee 381, 23.85]...... 20.25 
Order of Mut. Protec., Sup. Lodge, Chicagot.| 1878 579 493 301 415 aan 9,979 5,449, 4,862)... . | 143 152|......| 26.24) 31.26 
Scottish C lans, Order of, Bostont.......... 1878 i 833) aed 1 281 454 263 6,050 5,896 78 124 109} 12.89, 21.03 19.49 
Mass. Catholic Order of Foresters, Bostont..| 1879 | 9'286 307 oe 919 1,249 16,072 18,290 38 191 191 8.58) 10.44) 9.97 
wmend Ne eat Ore OE Pree” Chiceget.| 1880 | 16.679, 4,840, «28014 _ 808 860, 35,817 43,451 359 538, «592, 10.02) 12.38| 10.09 
ae Catholic Benevolent Legion, Brooklynt.....| 1881 "41 aoe 25,014 16,887 13,165 85,746 124,035 762 1,281 1,327 8.88) 10.32| 10.54 
ae National Union Assur. Society, Toledo, 0.t | ia ba 1,513 625 15,543 13,420 411 467 984) 26.11| 34.79) 31.03 
Nat Jnion Assur. Society, Toledo, 0...) 188 55) 5 745 an . 2 one ; 
Knights of Columbus, New Haven, Conn.f. i rt Bi pie 3,193 3,769 1,151 3,867 62,912 54,869 1,021; 1,140 864| 16.23) 20.77) 24.60 
Catholic Order of Foresters, Chicagot...... 1883 | 3'582 pen gpk 5,024 19,614 14 63 93,294 123,979 660 936 1,311 707 755 588 
The Maccabees, Detroit}.............-+-. 1883 Ps 5,458 1,480, 28,332, 148,321/ 150,797 1,379| 1,662) 1,644! 9.29) 11.02) 12.44 
Royal League, Chicagof............---. .| 1883 31835) | 2.651 ye ae 16,582) 39,292, 271,407 300,061 2740 4,170 4,060) 10.09) 13.89) 15.81 
Y Brotherhood of Ry. Trainmen, Cleveland?..) 1883 | 17.225 10/499 96477 My e2 ee 1,690 31,633 24,422 328 393 335, 10.36| 16.09; 15.34 
Modern Woodmen, Rock Island, Ill.7.......| 1884 33'144 246.783 26,477 97420 10,161 13,163 117,932 150,154, 1,121 1,403 1,189! 9.51, 9.34) 7.51 
ove Home Ins. Society, Philadelphia ..) 1885 Peren) “ares ea saa ee ‘aa 962,966) 1,047,011 7,128, 8,932 10,426) 7.40, 8.53) 9.7 
impire State Life Assur. Soc., Stockton,N.Y.. 1886 "9913 *yaze enw MAIcee 2,990 3,805) ef eee es aes ope | peel Wp ...| 11.18 
Grand Fraternity, Philadelphiaf........... 1886 | 2'081 Hie 177 aa a pte 348 9,657 ess 107 tees 158| 11.08)...... | 20.93 
Protected H | , ce, ne tad pias 1,743; 11,453; 11,531 97 92, 129) 8.46 7.98) 8.46 
rotected Home Circle, Sharon, Pa.t.......- 1.1886 | 313 0! x 
Workmen's Co-operative ee a ne eo 9,070 15,004, 12,610) 14,004, 14,114 85,005, 99,207] 122,825 734 1,084, —_-‘1,287| 8.56| 10.91) 10.06 
Ladies of Maccabees, Port Huron, Mich.t...| 1886 ia san ‘samt sae 9,620 9,475 10,268,» 19,492) 19,108 90; '186| "167; 8.76| 9.54) 8.74 
67 fF) Wesiem Mutual Life Assn., Los Angelest..| 1886 5,267) 9,526 3,615 3,496 2,994 2,936, 146,777, 42,698 45,384, 1,109 43 492| 7.56! 10.18) 10.84 
tea Found Cisle ci Conattus, Mestent || ieee Me 1,276 1,725 634 1,555 2,727 8,834 11.960; 12,001; ....| «...{ 136 | 11.34 
00 Brith Abraham, Ind. Order of, N.Y. C.4...-| 1887 | 23,772 ge 1,191 ttl «53°708| 977736, 26.275, 633) «—«665|-~—«—«583. 11.76) 23.97) 22.19 
Polish Roman Catholic Union, Chicagot 1887 10.799 none 12,762 15,699 7,272 9,239} 172,226) 200,997, 142,812) 1,063; 1,883) 1,917 6.17| 9.37) 13.42 
Total i Nid | enn ae Yosz|—«Bi00s| 58/602, 101.967| 77.516, 446] ~—«'838| ~~ '751| 7.60) (8.22) 9.69 
otals and Averages (36 companies)... . 973 16 1018 Sees Gee ee ee ae rene | mel 
00 . : ompanies | 273,164) 210,836, 256,580, 279,847, 2,954,948 3,050,577, 3,117,413) 27,939) 34,265) 35,179) 9.46, 11.24 11.28 
Loyal Association, Jersey CityT.. sence AS8O | 380) 56 9 499 9 | a 
P — of Sons of St. George, Chicagoy...... 1889 296 a 2,482 144 248 3,612 3,104 93 96} 65| 13.90} 26.57, 20.94 
>Cl- taternal Aid Union, Lawrence, Kansast....| 1890 12.607 27 370) 160 ae 155 2,734 2,282 29 33 39! 10.07| 12.05) 17.09 
Ladies Catholic Benevolent Assn., Erie7....| 1890 10.374 ee 40,941 12,958 19,411 111,875 79,045 332, 2,571| —1,578| 6.98) 22.98) 19.96 
ip- Nat! Protective Legion, Waverly, N. Yi...| 1890 Pe — 2,439 2,424 9,085 155,941) 110,799 1,184) 1,678} 1,716) 8.98 10.76} 15.50 : 
rt- Iravelers Protec. Assn. of Amer., St. Louis. .| 1890 | 5'636| sa 4,325 Diae0 7,390 23,642 14,907 321) 225) 217| 11.66] 9.51) 14.55 
Catholic Knights of Ohio, Clevelandt....-..| 1891 "611! “510 "619 > > 65,201 102,018 283) 456) 686; 6.69} 6.69) 6.72 
to romen's Catholic Order of Foresters, Chic.t| 1891 | 4,420 oa 7 = nia 7,956 8,424 85] 98} 125) 10.34) 12.31) 14.84 
Woodmen of the World, S.C., Omaha, Neb.f.| 1891 | 102,283 aren Meer a 71807, 66.749, 712)-—«*1,030 1,118) 10.75| 14.32) 16.75 
ew German Beneficial Union, Pittsburght...... ; 1992 | 4751 ey Gye 37,239 coe ooh 842546 506,882) 4,993, 6,994! 5,756) 7.77, 8.30) 11.36 
us. Security Benefit Association, Topeka, K: | | say mee cia sis wail = oa 52,609 190 337 444) 10.12) 10.80, 8.44 
ve 5 nent Association, Lopeka, Kan.f | 1892 | 35.85 ra 9 m9 ‘ or nay <a ieee : os | | | | | 
nd Womens Benefit Assn. of the Maccabees, Port | | 5,850) 19,086) 42,578) 20,001 25,027 84,786) 129,420 195,732) 227,835, 1,045) -1,921| 2,498) 8.08! 9.82) 10.96 
: Deisvin gee ciene visit eave cone weencees ee | 1892 | 5.267 51S 7 ANR| ‘ 99 R96 99 0R¢ s deaiain sic } | 
Pasaiaa: Uniial Odes wi Wickes ”” | saee| 15,267 9,512| 17,405, 12,804 28,532 22,982, 146,777 178,228 236,333) 1,109 1,625| 9,153) 7.56} 9.12) 9.11 
3 | ,432 1,394 770} 988 See ES 13,632 12,903 130 165) | 9.53] 12.78 
rececceraccanl Totals and Averages (13 i | FETE) aaa (uma Ea eH ee ee ceendeninl Seen iets Snares | | 
ee) ges (13 companies)... .| | 202,034) 123,842 941,185!  167,821' 139,046, 265,021) 1,284,062) 1,693,371) 1,410,987) 10,506) 17,229 16,395} 8.22} 10.18, 11.62 
American Insurance Union, Columbust.....) 189 5.195 9 997 alan Sasa aaetes = | ae sie a) Gane 
ee Ben Hur, Sup. Tribe, Crawfordsville, Ind.t. . ind oon] on 212 prep 6,232) 17,646) 4 12,004 60,304 110,370 225) «853, «1,195|- 8.12} 9.15] 10.88 
Gees at ee, Dene, ...--- jot | gH] oats e0| | a.o7ol «(2088 3815 85.224) 66,207; 1,074) 984) 824) 9.05) 11.54) 12.48 
‘olumbian Circle, Chicagot............--| 1895 | 15510 "9 0"4 pant ae peg 65,937, 60,476 350 518 565| 5.12) 7.85) 9.34 
Court of Honor Life Assn., Springfield, IIL. . | 1893 orses oe ap be <a 4,394 21'848| 20,494, «=—«132| 335, 367 10.06 15.33) 17.91 
oyal Neighbors of Amer., Rock Island, Ill.t.| 1895 16,934 a map Bip ‘say 5,959 4,241 73,893 68,648 590 815 871} 8.50) 11.19) 12.69 
Woodmen Circle, Omaha? a | ae Ose 20,260; 28,668) 17,398 346,763; 404.278, 1,261 1,976, -2,907| 5.41) 6.69, 7-19 
North American Union, Chicagoé. | a, ao. er 26,105, 11,961) 10,035) 19,683 183424, 134657 '835|«1,351| 1,254) 7.24) 7.37) 9-32 
gree of Honor, Sup. Lodge, St. Pault..... 1896 | 2479, 1,218 2 776 an byte reer 22,804 14,661 157} 105) 271) 9.88| 4.60! 18.48 
aa, anes 218) 2,779 3,383 5,913 2,628 46,729 57,015 282 454 556| 6.72| 9.72| 9-79 
ternal Brot ierhood, Los Angelest....... t 7 105) 9217! r e919 2 enk 
RY pattie Workers of the Wea velit tiits:| ieee | Sigal sasel i306, OLAda| —_ 3.803 22,400) 352| 297| +~—«-264| 7.94) 13.26) 11.13 
10} ighlanders, Lincolny.:...........-| 1896 4.763 4146 1730 al pol Heirs 94,984 471) 655) 697; 6.43) 6.89) 9.55 
emethood of Amer. Yeomen, Des Moinesf§$ 1807 | 40'835 opera axnct Pep aa an i260 15 | 183 209| 5.40) 6.32) 10.06 
ae ~ sroth’hd of Amer., Mason City, Ia.t| 1897 9 94005 a "R05 earn dete | 171,87 1,014 1,623} 2,029) 6. 13| 6.80| 9.72 
Neighbors of Woodcraft, Portland, Ore.{ 1897 | 3'139 sy ‘ 9,900 3,581 4,464 936 676) 562; 9.25) 11.56) 11.96 
lly — Era Association, Grand Rapidst. . : i 1897 5 765 P's 17 79 3,718 1,836 363 411) 563 7.6 9. A ep 
raetorians, Dallast.’...........e.eceee00- 1898 poe 4,167| 3,881) 5,709 107] 945} 319| 6.00, 7 45| 8.87 
ee | 5,796) 3,825 { 4,713 9,422! 9,047, 16,939 36,752 97} 196| -227|_‘5.73| 7.36] 6.18 
otals and Averages (17 companies)... . | 167,018 155,613 2 08,234 443.960! 131,763 292.996 g rOe| | | 
0 cna das | | 7,018) 55,61: | 208,234) 143,960) 131,763) 292,996) 1,196,596} 1,454,633) 1,437,208) 8,400! 11,377} 13,680 7.02} 7.82) 9-52 
9 T.U.U. A. M., Ben. Degree, Pittsburghf. ..| 1899 902! on wal 4 DEA | | 
North Star Benefit, Moline, HILE.....2..+.. |is0| — “70l re ae 1 i 3,887) 4,899] 10,287 22,519) so) sa, 19 6.12 5.15] 5.28 
Trice »A.M., Fun. Ben., Pittsburghf..... | 1899 | } 2 39 540! on fe 9 = Root 6,057 7,222) 6,083} 32 37 49} 5.28} 5.12) 8.06 
her St. Jean Baptiste, Woonsockett....} 1900 | 3.975 iri “3688 an be) 28,632 37,306 wees 228,169! 253,399) wae 1,695 1,921|...... 7.43| 7.58 
Heralds of Liberty, Huntsvillet.........--. \ime| RO) 4471, 4,093, 24,764, 31,185] 41,049,203) 207) 339) 8.20 9.52| 8.08 
G erican Woodmen, Sup. Camp, Denvert | 1901 3'064| 656 5" al }2 908 6,651) 3,007 12,071) 28,595) 25,451 7 * ‘sae 173] 6.38 | 6.80 
05 uarantee Fund Life Association, Omahat.. | 1901 2,064 656) 15,821 12.208 Te abbas] «| gataet| | 52.308 21] “i86} B74] 4.2 |" 7/96] 10.88 
50 Golde eeaetve Fund Fraternity, Madisont.| 1902 3'906 2'083 1430 5,128; 10,350 9,122} 19,563} 33,881) 52,593 48 142 303} 2.45] 4.19] 5.76 
55 fiolden Seal Assur. Soc., Roxbury, N. Y.t. ..| 1902 10/262 358] 4'877 4478,” 3.970 es 79) 146/129) 4.63) 6.77) 7.88 
. ssn. for Lutherans in Wis. ete.t....... 1902 "435| 381; 2,082 478 3,970 3,235 14,915 9546 10392 «118 87 85| 7.91} 9.11} 8.18 
09 amas | | 2,032 806 7,444 1,310| 6,513; 11,295] 28,583 36 61 125) 5.53] 5.40) 4.37 
hi nd Averages (10 companies)... 20) 26 7,75 7| 
eiattiae cies ; | 38,180) 19,120} bel 54,714 87,750 89,897; 111,011 405,015 509,855 644 2,704 3,817; 5.88 6.68! 7.32 
als and Averages (76 Cos.)... 396| : 25 | : os 7 | 
92 icrssaiinisitec | 680,396] 699,503] $25,498) 577,331) 615,112 az Toil 5,546,017) 6,608,506 6A75463| 47,489| 65,575] 69,071| 8.57] 9.03| 10.68 
—S — en | | | 
* Maintains reserve by . . 
mass Tee y American Experience Table a i Maintai ss Per 
nd three per cent interest. Maintains a mortuary reserve. + Maintains a legal reserve. § Maintains a legal reserve in connection with new members 


ated on statutory ape en 
y rate plan. d After January, 1922, the policies of this association are on a flat-rate basis with full legal reserve . 
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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 


Live Men Wanted 


B*. the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 


Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance (Co, 
CINCINNATI, OHIO 











CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn, 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 























W. A. JOHNSON, Pres. J. A. WALKER, Sec’y and Treas. 


Missouri Life and Accident 


Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $150,000.00 
Admitted Assets December 31, 1922 $486,382.00 


UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old established 


publishing house of Charles & Edwin Layton of London, England, whose 1 
publications on fire, life, marine and other branches of insurance aaamees ee 
valuable and standard tfeatises on these subjects. 


SEND TEN CENT STAMP FOR CATALOGUB. 


rHE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 




















GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California. 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 


SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














Cc. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 
The National Life & Accident Insurance Co. 


Home Office: National Building NASHVILLE, TENN 














Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 














An Exceptional Opportunity 
for 


General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 

Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 











Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L, BRADFORD, Vice-President 


Sound = Progressive = Successful 


Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 


| 
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Miscellaneous Insurance 











FIRE 


A fire policy on a paint manufacturer’s 
equipment, stock in trade, and materials used 
in and for the manufacture and incident or 
necessary to the business as conducted by 
the insuree, was not voided by presence on 
the premises of naptha, notwithstanding a 
provision in the policy that it should be void. 
It must be conclusively presumed that the 
insurer knew and consented to such use. 

Suit was on a policy of fire insurance and 
plaintiff obtained a judgment for face of policy, 
interest and attorney’s fees as for a vexatious 
refusal to pay. Plaintiff was engaged in the 
manufacture of paints and the policy covered 
machinery, equipment and fixtures, plaintiff’s 
stuck in trade, consisting principally of paint 
dried and in oil, paint pigments, oils, minerals, 
colors and all materials and supplies used 
and for the manufacture, storing, shipping, 
packing and sale thereof. 

The policy contained what was designated as 
the “work and materials clause,” part of which 
read as follows: 

“Tris entire policy, unless otherwise provided 
by agreement endorsed hereon or added here- 
to, shall be void * * if (any usage or cus- 
tom of trade or manufacture to the contrary 
notwithstanding ) there be kept, used or allowed 
on the above described premises, benzine, ben- 
zole, dynamite, other fireworks, gasoline, Greek 
fire, gunpowder exceeding twenty-five pounds 
in quantity, naptha, nitroglycerine or other 
explosives, phosphorus or petroleum or any 
of its products of greater inflammability than 
kerosene oil of the United States standard.” 

Plaintiff at all times before and after the is- 
surance of the policy used large quantities of 
naptha in the manufacture of its paint. This 
use was necessary and essential to the carrying 
en of its business and was in accordance with 
a custom universally followed by manufacturers 
of paint of the character of that manufactured 
by the plaintiff. Plaintiff never kept any 
naptha in the building, except that actually in 
use in the manufacture of paints. 

No agreement had been endorsed on the pol- 
icy, permitting the use of naptha on the prem- 
ises eecupied by the property insured. 

On the trial of the case, evidence was offered 
by the plaintiff tending to show that the person 
who solicited the insurance and delivered the 
policy was the agent of the defendant and at 
all times had full knowledge of the use made 
of naptha hy the plant, in the business of 
manufacturing paint. Defendant also offered 
to Prove that the use of naptha in the manu- 
facture of paint was not only usual and cus- 
tomary, but 


necessary and indispensable, from 


which would arise the presumption that defend - 
ant knew of 


sented thereto, 


The following instruction was given to the 
jury by the trial court: 


its use by the insured and con- 


~~ 


ne * Tf you believe that plaintiff was 
engaged in manufacturing paints in the build- 
ing situated at 102-104 South Commercial 
street, St. Louis, Mo., at and before the time 
tre policy was issued, and that the plaintiff 
on said date and prior thereto used naptha, 
petroleum, or any of its products of greater 
inflammability than kerosene oil of the legal 
standard, and if you further believe that said 
products were necessarily used in the process 
of manufacturing paint, and the use of said 
and indispensable to the 
plaintiff, and if you 
further believe that on said date W. R. Berry 
was the agent of the defendant, as explained 
and defined in other instructions, and that he 
had been informed and knew before and at 
the time he issued the policy that plaintiff was 
such grade of naptha or petroleum 
products in manufacturing paint, then you are 
instructed that the use of naptha or such petro- 
leum products did not avoid the policy, and 
your verdict should be for plaintiff.” 

The Court of Appeals held that the facts set 
forth in the above offered evidence, if found 
affirmatively, defendant's liability 
and made a complete case for the plaintiff. 
Naptha was urgently required in the busi- 
ness and was needed to keep the manufactur- 
ing business going. 

Where naptha was incident and necessary to 
the business as conducted by the plaintiff, the 
insurer was conclusively presumed to have 
known of such use and to have assented there- 
to and it was not necessary therefore for plain- 
tiff to have shown actual knowledge on the 
part of defendant’s officers or agents as the 
basis of the waiver. 
of insurance affirmed. 
Agricultural Inc. Co. of Water- 


products was usual 


business conducted by 


using 


established 


Recovery 
State CY rel. 


town, N. Y., vs. Allen (Supreme Court of 
Missouri), 254 S. W. 1094. 
ACCIDENT 


Acceptance of renewal certificate by com- 
munication to insurer is not necessary to 
effect a renewal of policy in view of the 
long established course of dealings between 
the parties. 

Where the insured retains a renewal cer- 
tificate which contains a contract long kept 
in force, the terms of which were well 
known to the insured, and places it in his 
safe among his other valuable papers this 
sufficiently establishes the acceptance of the 
renewal certificate by the insured. 

Death from blow on head inflicted in a 
fight in which both parties were unarmed is 
held to be a “death from accidental means” 
within language of policy. 

Plaintiff's suit is based upon a semi-annual 
renewal made on March 9, 1920, by defendant 
of a certain policy of accident insurance, 
renewal purported to continue said policy in 
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which 


TrSuTanee Deelsion& 


By Joseph CW Beller of the New York Bar 


from March 7, 1920, to September 7, 
1920. The policy contained a provision therein 
that if the insured came to his death through 
accidental means, resulting directly, independ- 
ently and exclusively of all other sources, the 
insured’s estate the 


force 


insurer would pay the 
sum of $8000. 

The petition charged that, while the renewal 
certificate was in force, the insured came 
to his death through accidental means, result- 
ing directly and independently of all other 
causes from an accidental blow on the head, 
causing a fractured skull, from which he died 
within twenty-four hours thereafter. The 
parties waived a jury and submitted the case 
to the judge upon an statement of 
facts, part of which is, as follows: 

“Paragraph 4: ‘The insured paid the semi- 
annual premium on the policy identified as 
Exhibit A from the date of its issuance up 
to and including the premium payable Septem- 
ber 7, 1919. The insured was customarily slow 
in making his payments. He usually paid after 
the date fixed for payment by the contract, 
and sometimes paid some considerable time 
after this date. On one or more occasions he 
made his payment in instalments. On one 
occasion he waited almost until the next suc- 
ceeding premium was payable before making 
payment of the preceding one. He never at 
any time formally signified his acceptance of 
any of the renewal certificates hereinafter re- 
ferred to, except by paying the premium called 
for in the respective renewal certificates in the 
manner and to the extent hereinafter stated.’” 

“Paragraph 7: ‘On March 5, 1920, the St. 
Louis office of the company, by a representative 
having authority in the premises, sent by 
mail to the insured, in St. Louis a letter, a 
copy of which is hereunto attached, marked 
Exhibit C. Inclosed with this letter was a 
renewal certificate duly executed by the proper 
officers of the company, and a copy of which is 
hereto attached, marked Exhibit H. This let- 
ter and document were sent by the company 
to the insured, without any previous directions 
or request from him, and without having ac- 
tually received the premium referred to in 
the renewal certificate. The intention of the 
company at the time in sending this letter and 
document was to give the insured credit for 
the premium falling due March 7, 1920, if the 
insured elected to continue the policy in force. 
This communication and the inclosed document 
were duly received by the insured through the 
At no time after the receipt of this 
answer this 


agreed 


mails. 
communication did the 
cemmunication or communicate with the com- 
pany or any representative thereof in any way 
respecting this insurance or the premium pay- 
able March 7, 1920. This premium was never 
paid to the company or any of its representa- 
tives by the insured or by any other person, 
This renewal certificate 


insured 


in whole or in part. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 
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PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 
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Prominent Agents and Brokers 


















LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 





FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa. 























JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


















Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 





Actuarial 
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a) 
JAMES H. WASHBURN, F.A.I.A., 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate 
Group, Industrial and Special Classes, ’ 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITy 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 














25 FRANKFORT ST. NEW YORK 
T. J. McCOMB / 
CONSULTING ACTUARY | 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 


























FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, PF. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 
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MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


























Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


43 Cedar Street, New York 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


‘Life Insurance Service’’ 


10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Sacks Our Service” 























DONALD F. CAMPBELL 


CONSULTING ACTUARY 


843 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











L. A. GLOVER & CO. 
Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 














Consulting Engineers 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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Miscellaneous Insurance 
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Statisticians 











_—— 
STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 




















Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











was found after the death of the insured in 
his safe, among his value papers.’ ” 

The renewal receipt is, as follows: 

“Exhibit H 

‘Valuable: Do not destroy or mislay. Acci- 
dent department. 

‘The Fidelity and Casualty Company of New 
York, 

‘Home office, 92 Liberty street, New York 
city. 

‘Renewal Number 9531676. Premium, $20. 

‘Certificate continuing in force policy No. 
4532406. 

‘Name of assured, Henry A. Ericks. 

‘The Fidelity and Casualty Company of New 
York, in consideration of a premium of twenty 
and 00/100 dollars, does hereby continue in 
force the said policy from noon of the 7th day 
of March, 1920, to noon of the 7th day of 
September, 1920, standard time at the place 
of the assured’s address designated in the said 
policy: Provided that the assured upon the 
date first mentioned above is in sound condi- 
tion, mentally and physically, except as stated 
in the policy and that the said policy has not 
terminated or been canceled prior to the said 
date first mentioned above. * But this certificate 
shall not be binding upon the company until 
countersigned by a duly authorized representa- 
tive of the company. 

‘R. A. Horrman, Gen. Agt. 
‘Rop’r J. Hirtas, President. 
‘AC 776 (190317387). 
‘Countersigned: A. G. Baare. 
‘Theo. E. Gaty, 
‘Vice-President-Secretary.’ ” 


-The letter forwarding the renewal receipt 
is, as follows: 





“Exhibit G 
‘March 5, 1920. 

‘Mr. Hy A. Ejicks, 15th and Cass avenue, 
city. Dear Henry: Inclosed herewith find 
renewal certificate extending your accident in- 
surance for the ensuing six months. Thanking 
you for your continued patronage, and with 
kind personal regards, I am, 

“Yours very truly, 
‘H. E. HAnKER.’” 

On appeal from verdict for the plaintiff the 
court held that insurance is a matter of con- 
tract and is governed by the general rules of 
contract. A renewal of insurance is an offer 
which must be accepted by the insured. Its 
acceptance, however, need not be evidenced in 
express or formal terms. The mere fact that 
the premium was not paid is unimportant be- 
cause credit was extended for this if the in- 
sured elected to continue his insurance. The 
long course of conduct between the insurer 
and the insured, the lapse of time with no re- 
jection, and the careful preservation by the in- 
sured of the renewal certificate, warrant the 
conclusion that the renewal contract had been 
accepted by the insured. It is not necessary 
under these facts, that actual communication 
of such acceptance be made to the insurance 
company. The renewal certificate was uncon- 
ditional in its terms and did not impose any 
conditions as to payment of premium or accept- 
ance. In all respects it followed the former 
regular course of dealings between the parties 
and was effective to constitute a renewal of 
the policy. 

The insured came to his death as a result of 
a blow inflicted in a fight. The insured was 
struck intentionally by his adversary, who had, 
however, no idea of killing the insured. The 
result of the blow was unexpected and unfore- 
seen by both parties. Both were unarmed and 
even the fight itself was a matter of the mo- 
ment, resulting from a quarrel over some un- 
important matter. Accidental means are those 
which produce effects which are not the natural 
and probable consequence of the act. The in- 
sured came to his death through accidental 
means, within the provisions of the policy. 

Eicks vs. Fidelity and Casualty Co. of N. Y. 
(Sup. Ct. of Missouri), 253 S. W. 1029. 


The Youngset Person Insured for 
$100,000 

So far as is generally known Lurner O. 
Benton, Jr., a thirteen-year-old boy of Monti- 
cello, Ga., who is insured for $100,000, is the 
youngest person carrying that amount of insur- 
ance in America. He is the son of a financier 
who is interested in a great many banks in 
the South, and the large sum of insurance 
placed upon his son by Marvin C. Mobley, 
seneral agent of the Franklin Life of Spring- 
field, Tll., was due to the reasons and sugges- 
tions presented to L. O. Benton, Sr., by Mr. 
Mobley and briefly outlined below: 


The boy is young, therefore the premium de- 
posits are quite small. He will pass the doctor 
to-day—who can say what his physical condi- 
tion will be ten years hence? To properly 
handle the properties which you may pass 
down to him tn the future, life insurance may 
prove well-nigh indispensable. 
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| PERSONAL ITEMS 








A. C. Bigger, president of the American Life 
Reinsurance Company, Dallas, was elected 
president of the Dallas Community Council 
at a recent meeting and inaugurated his ac- 
ceptance of that office by heading the First 
Community Chest Campaign, which took place 
in that city from November 5 to November 
10. Thirty-two welfare and charitable institu- 
tions combined in a drive whose quota was 
set at $475,000, the idea being that the people 
of Dallas should contribute once a year to 
deserving causes and there should be no more 
intermittent campaigns for charities during the 
twelve months. Civic, educational and charit- 
able organizations decided that the response 
would be better and that they themselves could 
accomplish their aims to greater advantage if 
the citizens contributed but once, so that each 
of the member organizations would know 
exactly how much money it would have for 
the coming year. The plan was eminently 
successful and made for harmonious co-opera- 
tion among all the participants. The choice of 














A.C. BIGGER 
President, American Life Reinsurance Company, 
Dallas, Tex. 


A. C. Bigger as president of the Dallas Com- 
munity Council is a clear recognition and 
acknowledgment of his many efforts on behalf 
of the city’s welfare as well as in favor of the 
business of insurance. It is an indication of 
the versatility of the man at the head of the 
American Reinsurance Company and shows to 
what extent he is trusted and looked up to in 
his home city. 


A. M. Johnson, president of the National 
Life U. S. A. and of the United States Na- 
tional Life and Casualty Company, left for a 
six weeks’ trip to California on November 1. 


C. P. Helliwell, assistant manager of the 
Queens Western office in this city, is at the 
West Suburban Hospital, Oak Park, where 
he recently underwent an operation. Accord- 
ing to all account Mr. Helliwell is making good 
progress, much to the gratification of his many 
friends. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 





ACACIA MUTUAL LIFE ASSOCIATION 


Formerly the Masonic Mutual Life Assn. of the D. of C, 


Insurance in Force Over $135,000,000.00 
Assets Over $8,000,000.00 
We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 

To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














UNUSUAL. OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 


HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America’”’ 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement : 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 











NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 








TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 

















INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B,A., PUR-AS, 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 


- and practice of life, fire, marine and other branches of insurance, 


specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University, 
In the Tu1rp EpitIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 

$3.25 


Pric2, Third Edition, 424 pages - 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youna, B.A., F.R.A.S., and RicHarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOUNG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, fire,smarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
bound in cloth. 











Price, post paid, $2.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50. 


Accountancy. By Francis W. Pix.iEy. An entirely new 
work dealing wich Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 pages, 


cloth. Price, post paid, $2.40 


Pitmans Secretary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. Bian. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) Price, post paid, $2.50 





Principles of Marine Law. By Lawrence DuckwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features, 


Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicKsEE, M.Com., F.C.A., and H. E. BLatn. This volume gives in 
detail, with the aid of specially selected illustrations and copies o 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 

















